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FRANK H. DAVIS GOES 
WITH PENN MUTUAL 


Becomes General Agent in Chi- 
cago as Successor to A. E. 
Patterson 


ACQUISITION IMPORTANT 


Patterson in Few Months Makes En- 
viable Record with Company—New 
Duties Not Yet Announced 


Frank H. Davis, who for several 
years previously to his recent resigna- 
tion was agency vice-president of the 


Equitable Life of New York, has joined 
the Penn Mutual Life as a general agent 
and will take 
general 


over the Alexander E. 


Patterson agency in Chicago. 
Mr. Patterson, who recently joined the 
Penn Mutual Life after long and com- 
petent with the Equitable of 
New York, already has made such a 
good record with the Penn Mutual that 
he is to be given a still more important 
position with the company. Mr. Davis 
will take over the Patterson agency or- 
ganization as a foundation for an in- 
creased Penn Mutual agency plant in 
the middle western metropolis. The 
change is effective Oct. 1. 

This notable appointment is further 
evidence of how strongly the Penn Mu- 
tual “means business” in its man-power 
expansion program. The aim of Presi- 
dent William A. Law and Vice-Presi- 
dent Hugh D. Hart is to create for the 
Penn Mutual an agency organization 
that shall be in its efficiency and busi- 
nesslike management the equal not only 
of the best of similar organizations in 
the country, but also of the great manu- 
facturing and commercial businesses of 
national scope and renown. Mr. Law 
and Mr. Hart believe that life insurance 
must, in this respect, follow the trend 
of the times if it is fully to meet its re- 
sponsibility to the nation and fully to 
master its magnificent opportunity. 


service 


Law Comments on Appointment 


Regarding the new appointment Presi- 
dent Law says: “Mr. Davis comes to 
the Penn Mutual Life with a ripe and 
varied experience in life insurance ac- 
tivities. He knows the United States 
and its people from the exceptional con- 
afforded by his unusual career. 
With the vigor of young manhood and 
a charming personality he combines 
ideals of usefulness and the ability to 
put them into effect. I am confident 
that on this foundation he will build on 
even more brilliant future.” 

“In appointing Frank H. Davis as a 
general agent for the Penn Mutual in 
Chicago, we are bringing to our com- 
pany the greatest agency organizer 
since George W. Perkins.” said Vice- 
President Hart. “We believe that large 
agency units provide a more economical 
medium for obtaining and _ handling 
business than small units. We are con- 
solidating two other agencies outside of 
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MORTALITY EXPERIENCE OF 
HALF YEAR ABOVE AVERAGE 


INCREASE CHECKED IN JUNE 


Second Quarter Death Rate Is Much 
Higher Because of Influenza— 
Improvement Otherwise 


NEW YORK, Aug. 9.—Health con- 
ditions in the United States showed an 
improvement at mid-year, according to 
the report of the Metropolitan Life. The 
year opened auspiciously, the first quar- 
ter having a death rate even lower than 
the first three months of 1927. During 
the second quarter, however, a sharp 
increase in mortality was noted. April 
was greater than April of 1927, and 
May was greater than both 1927 and 
1926. In June, however, there was a 
considerable improvement so that the 
total experience for the half year was 
somewhat better than the average, 
though still not as satisfactory as 1927. 


Flu Was Big Factor 


The mortality increase in the second 
quarter is credited entirely to an in- 
crease in influenza and pneumonia and 
the diseases which invariably follow 
those intensively. The April death rate 


exceeded that for April, 1927, by 5.3 
percent and the May death rate ex- 
ceeded May, 1927, by 20 percent. Dur- 


ing May there is usually a seasonable 
decline in mortality, but this year there 
was an increase of 4 percent over the 
April figure. There was a notable in- 
crease in deaths from influenza and 
pneumonia. At the end of the half year 
the death rate for these diseases com- 
bined was 20 percent in excess of last 
year’s figures. There was also an in- 
crease in deaths from the principal de- 
generative diseases, organic heart dis- 
ease showed a very sharp increase. 
Smaller increases were shown for cere- 
bral hemorrhage and chronic nephritis. 
These deaths invariably increase when 
there is an increase in influenza and 
pneumonia. 


Experience Varies 


Both cancer and diabetes showed in- 
creases, particularly the latter, continu- 
ing the persistent upward tendency 
which had been evident since 1924. 
Again this year there is a marked im- 
provement in tuberculosis. The death 
rate for the first half of the year indi- 
cates that 1928 will establish a new low 
tuberculosis death rate. As the great- 
est death rate from this disease is in- 
curred in the first half of the year and 
the half year just reported shows a 
death rate of 96.9 per 100,000, as com- 
pared with the former minimum of 100.3, 
the new record seems assured. There 
was also an improvement in deaths from 
alcoholism, cirrhosis of the liver, and 
wood alcohol poisoning. There was an 
increase in suicides, homicides and ac- 
cidents. Automobile accidents show a 
little change in the death rate, which 
is taken as a favorable indication by the 
Metropolitan Life. Thus far in 1928 
the increase in automobile fatalities has 
been smaller than that observed in re- 
cent years. It is believed that possibly 
1928 will mark a check in the long con- 
tinued rise in mortality from this type 
of fatality. 


| BENJAMIN DANSARD HAD 
$4,510,000 OF INSURANCE 


HIS HEIRS LOSE 


Half Million of Total Coverage Will Not 
Be Paid Because Suicide Clause 


$500,000 


Eliminates It 


DETROIT, Aug. 9.—Twenty-nine in- 
surance organizations—stock, 
ment associations and fraternal—carried 
$4,510,000 insurance on the life of Ben- 
jamin Dansard, who intentionally shot 
and killed himself in Monroe, Mich., 
last week, Over $500,000 of the amount 
is lost to the estate because of Dansard’s 
death occurring within the one-year sui- 
cide exclusion period. Most of this was 
written as late as last May. 

Orison S. White, associated with the 
Northwestern Mutual, through its De- 
troit office, was an intimate friend of 
Dansard’s and practically all of the 
$4,500,000 was written by him. Three 
and one-half millions approximately of 
the total was corporation insurance, 
Dansard being a conscientious, practical 
and consistent believer in protecting the 
financial interests of his clients and asso- 
ciates. 


assess- 


White Discusses Case 


“None of this insurance was sought by 
Mr. Dansard with the least idea of sui- 
cide,” said Mr. White to THe NATIONAL 
UNpeRwriter. “Physically and mentally 
he was in perfect condition until a few 
days before his death and then he 
seemed to be merely a little under nor- 
mal as to nerves and temper. The exam- 
ination and inspection, when he asked 
me to secure an additional $50,000 for 
him last May, were satisfactory in every 
detail, He was one of those men who 
hold themselves personally responsible 
for even the details in big business and 
he simply concentrated so acutely on 
big bond issues and other financial oper- 
ations handled by his firm that some- 
thing had to give way, as with the motor 
of a fine airplane, motor boat, auto or 
other complicated machine, his brain 
gave way in an instant and killing him- 
self happening to be the dominan‘ 
though, he turned his rifle on himself 
almost without a thought.” 

He was 45 years old and was the 
active head of Benjamin Dansard & Co. 

Premium Amounted to $100,000 


The premium expense of the big total 
of insurance carried was $100,000 in 
round figures, Mr. White says. 

Mr. White believes that while many 
men carry a total of $1,000,000 there are 
only some ten risks carrying several mil- 
lions, of which Dansard has been one 
He systematically increased the total to 
keep pace with added financial respon- 
sibility to his friends and clients. 

List of Insurance 

Benjamin Dansard’s insurance was as 
follows: Aetna Life, $100,000; Arbeiter 
Bund, $500; Bankers Life of Lowa, $106,- 
000; Berkshire Life, $100,000; Canada 
Life, $400,000: Connecticut General, 
$300,000; Connecticut Mutual, $200,000; 
Equitable Life of New York, $250,000; 
Equitable of Iowa, $150,000; Guarantee 
Fund Life, $50,000; John Hancock Mu- 
tual, $70,000: Knights of Columbus, 
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MISSOURI STATE MAY 
BUY INTERNATIONAL 


Stockholders’ 
Meeting to Consider Various 
Offers Submitted 


Grantges Calls 


WILSON REPORTED ACTIVE 


Would Make Company 
Largest West of Mississippi with 


Absorption 


Billion in Force 


ST. LOUIS, Aug. 9.—Stockholders of 
the International Life at a special meet- 
ing here Aug 13 will consider an offer 
State Life to 
merge the two companies. 

The 
$320,000,000 insurance in force and ad- 
mitted assets of about $40,000,000. The 
Missouri State Life had $818,000,000 in 


made by the Missouri 


International has approximately 


surance in force July 31 and assets of 
$85,000,000. The absorption of 
the International Life by the Missouri 
State Life would give the latter com- 
pany about $1,200,000,000 of insurance 
in force and admitted assets in excess of 
$125,000,000, making it by far the larg- 
est life company west of the Mississippi. 


about 


Grantges Calls Meeting 


The special meeting of the Interna- 
tional Life, the call for which was 
signed by W. F. Grantges, vice-presi- 
dent and general manager, and W. G. 
Darst, secretary, will consider: 

(1) A plan of mutualization or prop- 
osition to mutualize the company and 
its business, which plan or proposition 
comprehends the retirement in whole or 
in part of the company’s capital stock, 
and to amend and change its charter in 
such manner and to such extent as is 
necessary to change the company from 
that of a joint stock company to either 
a mutual company or a stock and mu- 
tual company as defined by Section 
6102, Revised Statutes of Missouri, 1919, 
and/or 

(2) A certain proposal which has been 
submitted to the board of directors of 
the company by another company to 
reinsure the company’s insurance busi- 
ness and assume its contractual obliga 
tions, and which the board of directors 
as representatives of the stockholders feel 
it their duty to submit to the stockhold 
ers for their consideration and decision, 
and/or 

(3) Any other proposals, plans or con 
tracts which might be submitted, in view 
of the submission of the above proposal 
(the offer from the Missouri State Life) 
covering the reinsurance of the con 
nany’s business or its merger with an- 
other company or companies. 


Missouri State's Offer 


The Missevri State Life reinsurance 
or merger offer is on the basis of about 
$6,000,000 and would net the stockhold 
ers of the company $107 a share for their 
stock, which has a par value of $25 a 
share. This stock was quoted in recent 

(CONTINUED ON PAGE 13) 
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UNDERWRITERS COLLEGE — 
REPORT SHOWS PROGRESS 


DEGREES ARE AWARDED TO 21 


Applications Numbering 42 Submitted 
for First Semi-Annual Examina- 
tion—39 Are Approved 


-_——— 


Dr. S. S. Huebner, dean of the Ameri- 
can College of Life Underwriters, has 
mai a report on the June examinations 
by the college in which progress and 
full satisfaction with results are re- 
corded. At its last meeting the execu- 
tive committee of the college approved 
new rules for future examinations and 
revised the suggested list of textbooks. 

Forty-two applications, the report 
says, were submitted for permission to 
take the first semi-annual examinations 
of the American College of Life Under- 
writers for the C. L. U. degree, and of 
this number, 39 were approved by the 
board of admissions of the college as 
complying with all the rules of eligibil- 
ity. Thirty-four of these approved can- 
didates, representing 12 different states, 
presented themselves for examination, 
and with the exception of but two, took 
all five of the scheduled examinations. 
It may be added that 20 of the ex- 
amined candidates were university grad- 
uates, the remaining 14 being graduates 
of recognized high schools. 

List of Those Who Passed 


The following 21 candidates passed all 
of the examinations satisfactorily and 
were therefore, upon recommendation 
of the dean, awarded the C. L. U. de- 
gree by action of the board of directors 
at the executive committee meeting in 
Philadelphia July 28: 

C. Vivian Anderson, Cincinnati, Prov- 
ident Mutual Life; Irvin Bendiner, Phil- 
adelphia, New York Life; Lowell T. 
Boyd, Kokomo, Ind., general agent 
Equitable Life of Iowa; Henry L. 
Choate, .Washington, D. C., general 
agent Mutual Benefit Life; M. B. Co- 
hill, Pittsburgh, assistant manager Ed- 


ward A. Woods Co.: F. C. Dickson, 
Butler, Pa., Equitable Life of New 
York; Ted Dreyer, Los Angeles, Pacific 


Mutual Life; William M. Duff, Pitts- 
burgh, president Edward A. Woods Co.; 
W. Rankin Furey, Pittsburgh, Berk- 
shire Life; Lara P. Good, San Diego, 
assistant manager Prudential; H. L. 
Harvey, Kalamazoo, Equitable of Iowa; 
Grant L. Hill, New York City, agency 
superintendent Guardian Life: Margue- 
rite L. Snider, Uniontown, Pa., Equit- 
able Life of New York; Lisle A. Spen- 
cer, Youngstown, O., Equitable Life of 
New York; F. J. Stevenson, Pittsburgh, 
Equitable Life of New York; Maurice 
S. Tabor, Buffalo, N. Y., Travelers; 
Leon A. Triggs, Minneapolis, Berkshire 
Life; C. J. Westerman, Pittsburgh, 
Equitable Life of New York; L. N. 
Whitelaw. New York City, Equitable 
Life of New York: Edward Wallace 
Woods, Pittsburgh, Equitable Life of 
New York; Lawrence C. Woods, Jr., 
Pittsburgh, Equitable Life of New 
York. 
China Represented 

Dr. Yien Diing, of Shanghai, China, 
who received his insurance education in 
America, and who expects to affiliate 
with the China United Assurance So- 
ciety, also passed all of the examinations 
very creditably, but awarding of the de- 
gree is deferred until the completion of 
three years of satisfactory life insurance 
experience. Various other inquiries 
from prospective candidates in other 
countries for permission to take the ex- 
aminations have been received, and the 
C. L. U. degree is thus likely before 
long to take on an international charac- 
ter. 

R. F. Freeman, Los Angeles, assistant 
manager of the Pacific Mutual Life, and 
Elsie Ullrich, Philadelphia, assistant to 


the vice-president of the Fidelity Mu- 
tual Life, took only the first of the two 





WILLIAM KOCH RESIGNS 
ROYAL UNION LIFE POST 


WELL KNOWN IN IOWA FIELD 


Becomes Vice-President and Managing 
Director of National Life 
Association 


DES MOINES, Aug. 9.—William 
Koch, for the last ten years vice-presi- 
dent and field director of the Royal 
Union Life, and one of the best known 
insurance men in Iowa, has resigned to 
become vice-president and managing di- 
rector of the National Life Association 
of Des Moines. Mr. Koch has been ac- 
tive in life insurance for 20 years. He 
will fill the vacancy on the board of di- 
rectors of the National Life caused by 
the death of the late Edwin T. Mere- 
dith. 


Already at New Post 


He has already assumed his new of- 
fice, but will continue to look after 
some of his former duties for the next 
month or two, pending the return of A. 
C. Tucker, president of the Royal 
Union, who is in Texas. 

Mr. Koch was the honor guest at a 
farewell banquet staged by officers and 
directors and department heads of the 
Royal Union. He was presented with 
a set of matched golf clubs, as a gift 
from his associates. President Tucker, 
who was unable to be present, sent fe- 
licitations, and expressed regrets at the 
termination of the close association 
which had existed between him and 
Vice-president Koch for a decade. 








installments of the examination, as per- 
mitted under the college rules, and 
passed satisfactorily. Conferring of the 
degree, however, is deferred until these 
candidates pass the second instalment, 
consisting of the last two examinations. 


ixamination Centers Announced 


It is the policy of the college to es- 
tablish convenient examination centers, 
as needed, at leading universities and 


colleges. For the June test, the regis- 
trar of the college, Prof. A. M. Spald- 
ing, made arrangements for examina- 


tions at the universities of Cincinnati, 
Indiana, Minnesota, Nebraska, Pennsyl- 
vania, Pittsburgh, Southern California 
and Washington, and at Boston Univer- 
sity, Detroit University, New York Uni- 
versity, Oklahoma City University, Buf- 
falo School of Commerce and Rice In- 
stitute at Houston, Tex. As the needs 
of candidates may indicate, the college 
stands ready to establish additional ex- 
amination centers. The college reports 
that its requests for such accommoda- 
tions were met most generously in every 
instance and in a spirit of sympathy and 
approval for the objects involved. Thus 
far, 25 leading universities and colleges 
have expressed their full sympathy with 
the aims of the college, and have given 
their assurance of cooperation and sup- 
port. Three leading universities have 
already signified their willingness to 
mention the C. L. U. degree in their col- 
legiate circulars, in a manner similar to 
that accorded to the C. P. A. degree in 
accounting. 

The next examinations are scheduled 
for Dec. 27-29, 1928, and the following 
examinations for June 20-22, 1929. 
Thereafter examinations will be held 
only once each year, namely in June. 
Judging from inquiries, there is every 
reason to believe that the number of 
candidates for the December examina- 
tions will be much larger than it was in 
June. A considerable number are pre- 
paring for this and the following exami- 
nation. It is also gratifying that a num- 
ber of those who failed to pass the first 
examinations have said they neverthe- 
less felt amply repaid through the bene- 
fits derived from the course of study to 





which they have applied themselves. 








‘MISSOURI STATE LIFE 
AGENTS MEET AT DENVER 


TAYLOR OPENS CONVENTION 


J. Guy Jackson of Macon, Ga., Leading 
Producer—Many Officials From 





Home Office 
DENVER, Aug. 9.—J. Guy Jackson 
of the Lorick-Vaiden agency, Macon, 


Ga., was made president of the $100,000 
Club of the Missouri State Life at its 
annual convention in Denver last week. 
Presidency of the club is an honorary 
position, going to the man in the organ- 
ization who sells most insurance during 
the year. W. W. Inkman of Abilene, 
Tex., and L. W. Hardy of New Orleans 
will serve as vice-presidents. Delegates 
attending the convention had each writ- 
ten $100,000 in insurance or more. 


Opened by Taylor 


The convention, which was attended 
by delegates from 40 states and Hawaii, 
was officially opened by Hillsman Tay- 
lor, president of the company. Mayor 
Stapleton welcomed the delegates to 
Denver. This was followed by an ad- 
dress from Mr. Taylor on “Building In- 
comes by Baca: Men.” 

Company officials present, in addition 
to President Taylor, included Henry 
Reichgott, vice-president; Miles W. 


Heitzeberg, assistant to the president; 
Charles H. Hempel, cashier; Frank N. 


Everett, assistant secretary; Hugh Mc- 
Gehee, assistant secretary; Herbert 
Samel, assistant secretary; Dr. A. R. 
Stone, associate medical director; James 
L. Rainey, agency supervisor; Pearce H. 
Young, agency instructor, and J. P. 
Licklider, director of publicity. 


NEW COMPANY FORMED 
AT SALT LAKE CITY 





The Pacific State National Assurance 
is being formed at Salt Lake City. It 
will shortly apply for a charter under 
the laws of Utah. Frank Keller, who 
is connected with the Inter-Mountain 
Lloyds and the Inter-Mountain Guar- 
anty Title, is the promoter. There will 
be no connection between these compa- 
nies and the new life organization. Carl 
Marcussen, prominent banker and busi- 
ness man of Price, Utah, who is an offi- 
cer in the Inter-Mountain Lloyds, will 
be named, it is said, for president. 
Nephi Morris, who was the Republican 
candidate for governor for the state in 
1916 and who is secretary of the Inter- 
Mountain Guaranty Life, is slated for 
the position of secretary-treasurer. Dr. 
George W. Middleton, former medical 
director of the Inter-Mountain Life, it is 
thought, will hold a similar position with 
the new company. The company is to 
be capitalized for $1,500,000. There will 
be 15,000 shares which will be sold at 
$200 in order to give the company a 
$3,000,000. capital and surplus. 


Guardian Life’s Record 


The production of new paid-for busi- 
ness in July by the Guardian Life was 
41 percent greater than that for the 
same month a year ago, and 25 percent 
in excess of the best previous month’s 
total. In addition to the new record in 
paid-for, the month showed an increase 
of 33 percent in business issued and of 
24 percent in submitted business. 

The New York McNamara agency, 
with a paid-for production in July of 
$3,200,000 surpassed all its previous rec- 
ords and led the Guardian forces. The 
New York Landau agency was second, 
with New York Doramus third, and Los 
Angeles a close fourth. 

The tenth convention of Guardian Life 
fieldmen will be held August 14-16 in 
Montreal. Well over 200 qualified mem- 
bers of the Leaders Club, accompanied 
by their families and friends, will attend 
the three-day gathering. 








STOCK AGREEMENT MUST 
BE WRITTEN INTO POLICY 


RULING IS GIVEN IN TEXAS 


Assistant Attorney General Tells Com- 
missioner Plan Used in That State 
Violates Law 


AUSTIN, TEX., Aug. 9.—Under a 
ruling given to R. B. Cousins, Jr., chair- 
man of the Texas state board of insur- 
ance commissioners, by Assistant Attor- 
ney General Fuller, life insurance com- 
panies can not make agreements with 
prospective policyholders for the latter 
to take company stock in return for re- 
serve funds accumulating on their poli- 
cies, unless the agreements are written 
into the policies. 

Chairman Cousins advised the attorney 
general’s department that a mutual legal 
reserve life company organized under 
the Texas statutes is now selling life in- 
surance policies in $5,000 denominations 
at a premium rate calculated to accumu- 
late a reserve of $200 which may, after 
the payment of the sixth premium, be 
withdrawn in cash by the policyholder. 
The promoters are representing in the 
sale of the policy, according to Chair- 
man Cousins, that the officers and direc- 
tors of the present mutual organization 
have in mind the organization of a stock 
company which will take over the busi- 
ness of the mutual, so that it will be 
owned by the stockholders of the new 
concern. 


Sign Power of Attorney 


It is proposed to those prospective 
policyholders, Mr. Cousins said, that they 
may, at the maturity of the reserve, 
withdraw the reserve and invest it in the 
stock of the stock company then to be 
organized. When the policy is delivered, 
or at the time the application is deliv- 
ered, or at the time the application is 
taken, the prospective policyholder signs 
an instrument having the general char- 
acteristics of a power of attorney, as- 
signing to a trust company the with- 
drawable reserve mentioned and author- 
izing the trust company to subscribe for 
one share of the stock of the proposed 
company and to pay the sum so with- 
drawn to the company for the one share 
of stock. No mention is made in the 
policy itself, not in the application for 
the policy, of the proposed stock com- 
pany. This representation is made by 
the agents selling the policy and there 
is no writing evidencing the arrange- 
ment except the power of attorney, Mr. 
Cousins stated. 

Assistant Attorney General Fuller held 
that such a company is violating the 
provisions of the Texas statute “in that 
it is making agreements in respect to 
contracts of insurance that are not ex- 
pressed in the policy issued thereon, as 
well as giving an advantage as an induce- 
ment to insurance that is not specified in 
the policy contract of insurance.” 


Find Continental in Good Shape 


Charles R. Detrick, insurance commis- 
sioner of California, this week told inter- 
viewers that the convention examination 
of the Continental Life of St. Louis had 


revealed that company to be in sound 
condition, and its affairs all in good 
order. 


It is understood that the examiners’ 
report compliments the present admin- 
istration of the Continental for the 
manner in which the company is being 
operated. Pending the formal release 0! 
the examiners’ report the complete de- 
tails of their findings can not be re- 
vealed, including the total amount of 
surplus finally credited to the company 


Agents Produce Big Total 


During July over 1,000 agents of the 
New York Life paid for at least $20,000 
of new business. 
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CLAIM INTERNATIONAL ~ 
WILL MEET DEMANDS 


Missing Securities or Equivalent 
to Be on Hand for Examiners, 
St. Louis Report 


STATEMENT BY DETRICK 


Company’s Side of Controversy Told 
by President Toombs and Vice- 
President Grantges 


ST. LOUIS, Aug. 9.—From an out- 
side source in intimate touch with the 
internal affairs of the International Life, 
it has been learned that the company 
on Aug. 10 will in all probability be in 
a position to promptly comply with any 
and all demands that may be presented 
by the commissioners and special ex- 
aminers of the eight states that have 
been participating in the convention ex- 
amination of the company which started 
July 1. 

At that time it is believed the com- 
plete story of the $3,500,000 in securities 
belonging to the company, which were 
not in the company’s vaults in St. Louis 
when the examiners asked to see them, 
will be fully told. Unless there are some 
last minute complications, caused pri- 
— by the premature publication in 

Louis daily newspapers of the de- 
inate in the affairs of the com- 
pany, it is understood these securities 
in question or their equivalent in cash 
or other sound securities will be on 
hand for examination by the insurance 
commissioners by Aug. 10. 

Newspaper Articles Damaging 


Some of the newspaper articles so far 
published have been in direct violation 
of a special Missouri statute protecting 
life insurance companies and banks from 
unwarranted publication of even facts 
concerning their financial status. These 
newspaper articies have undoubtedly 
damaged the sound going value of the 
International Life, which has been esti- 
mated at upwards of from $4,000,000 to 
$6,000,000 in excess of its capital and 
surplus accounts. 

It is an admitted fact that the $3,500,- 
000 in securities were not in St. Louis 
on July 21 when the convention exam- 


iners asked to see them, and they had 
not been produced up to midnight, 
Aug. 4. 


Commissioner Detrick’s Statement 


While the examining commissioners 
following several conferences with com- 


pany officials on July 30-31 adjourned 
the examination until Aug. 10, when 
they will meet in St. Louis again, they 


committee of three 
Missouri and 
situation that 
Detrick, insur- 
California, who 


left behind a special 
representing California, 
Montana to handle any 
may arise. Charles R. 
ance commissioner of 
Was originally responsible for the ex- 
amination of the International Life, in 
a statement issued in St. Louis charged 
that President Toombs had declined to 
cooperate with the examining commis- 
Sioners. Mr. Detrick’s statement was 
as follows: 

“The insurance commissioners of Mis- 
Souri, California, Montana, Iowa, Kan- 
sas, Oklahoma, Kentucky and South 
Dakota began a convention examination 
of the International Life about July 1. 
Nelson B. Hadley, chief examiner of 
life companies for New York, and J. 
Sackman, also of New York were in 
full charge, though technically repre- 
senting Missouri, the home state. Un- 
der them they had about 15 examiners 
representing eight states. 

“When six of the examiners were in 
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LIFE 


PHOENIX MUTUAL LIFE 
MAKES SALES ANALYSIS 


OFFICE WORKER BEST BUYER 


Professional People Constitute 10 Per- 
cent of the Buyers—Financial 
Over 15 Percent 


HARTFORD, 
the sources of 
sales comes from the 
Life, which has just finished z 
the life insurance buyer. 

Bankers, brokers, or other 
engaged in finance and insurance, as 
partner, manager, or salesman, bought 
one out of every 15% policies sold by 
the company in 
analysis now completed. 

Salesmen, generally, acquired one out 
of every 11 policies issued. One out of 
each six during the year 
executive in a manufacturing or com- 
mercial enterprise. But office workers 
were the most numerous 
for they took out of 
four policies issued. 


Aug. 9.—More light on 
1927's big life 
P py Mutual 


persons 


one about every 


Automobile Salesmen Poor 


salesman, strangely 
enough, was the least active buyer in 
the “salesman” group, for he bought 
only 6/10 of 1 percent of the issued poli- 
cies, in contrast with the salesman for 
the manufacturing enterprise, who got 
four times as many, or 2.7 percent—pre- 
cisely the same percentage, by the way, 
as the salesman of insurance, real estate, 
bonds, etc. Salesmen for commercial 


The automobile 


houses were still bigger buyers, for they 
took 3.5 percent of the policies. 
Farmers, dairymen, nurserymen and 


horticulturists bought 2.4 percent of the 
total number. Owners, managers, super- 
intendents and executives of large farms, 
dairies, nurseries, etc., did only half as 
well, for their purchases were just 1.2 
percent of the whole. 

Professional people, with lawyers and 
doctors in largest number, constituted 10 
percent of the buyers, while the semi- 
professional group, with a large number 
of teachers, made up another 8 percent 


to check about $3,- 

alleged to be in 
possession of R. C. Toombs, president 
of the International Life, the examiners 
were denied sight of these securities by 
Mr. Toombs, or access to the books of 
Mr. Toombs. Following this, the Mis- 
souri department, through Robert E. 
Daly, acting commissioner, called a 
meeting for July 30 at St. Louis, of the 
eight commissioners of the examining 


Chicago July 23-24, 
500,000 of securities 
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insurance | 


study of 


1927, according to the | 


went to an| 


buyers of all, | 


EDITION 


|BELIEVE OVERWEIGHT TO 
BE A FACTOR IN CANCER 


LONG EXPERIENCE IS CITED 


Union Central Life Investigation and 
Medical Observations Viewed by 
Metropolitan Life 


YORK, Aug. 9.—Some rela- 
| tionship between cancer frequency and 
| overweight is cited by the Metropolitan 
| Life in its mid-year statistical bulletin, 
| According to Metropolitan Life, impor- 
tant discoveries have been made recently 


| NEW 


| which may be an important avenue for 
cancer treatment and 
prevention. The relationship to over- 


| 
development of 
| 
| 


weight was disclosed by an investiga- 
tion of the Union Central Life, covering 
risks admitted between 1887 and 1908 
| with observation carried to the end of 
1921. In addition, Doctor Dudley Jack- 
son, a general surgeon of San Antonio, 
Texas, has made some studies regard- 
ing the diet relationship of cancer pa- 
| tients. 
Overweight a Factor 

The facts disclosed by the Union 
Central showed that persons 15 to 25 
' percent overweight experienced a can- 
cer death rate, 24 percent in excess of 


the rate among persons of normal or 
standard weight. Persons from five to 
hiteen percent overweight show a can- 


cer mortality about nine percent in ex- 
cess of the rate among normal weights. 
Those excessively overweight, 25 per- 
cent or more above the standard, 
showed an excess of 29 percent in can- 
| cer deaths. In contrast to this, under- 
weights show a decrease in death rate, 
| those 15 to 50 percent under weight 
showing a death rate about 15 percent 
below normal. 

Doctor Jackson and a number of 
other observers have developed fairly 
definite impression that recurrences 
after treatment are less frequent among 
patients kept on low sugar intake than 
among those on usual general diet. Ex- 


tensive experiments with dogs showed 
this to a marked degree. Intensive 
| study is now being overtaken by many 
|} on various phases of this, and some 
definite relationship of diet and cancer 
treatment may be forthcoming. 

states. The situation was fully gone 


into at six meetings, morning, afternoon 
and night, both July 30 and 31. 
“The commissioner of California, dep- 


uty commissioner of Montana and act- 
ing commissioner of Missouri were 
(CONTINUBD ON PAGE 16) 


PRINCIPALS IN CHICAGO AGENCY CHANGE 
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| DETROIT CONVENTION 
PROGRAM ANNOUNCED 


Full Sessions Guaranteed Those 
Who Are to Attend Meeting of 
National Association 


TWO MEETINGS A DAY 


Theme Is Announced as “Leading Pub- 
lic to Appreciate Proper Place 
of Life Insurance” 


“Leading the Public to Appreciate the 


Proper Place of Life Insurance” is an- 


nounced as the theme of the annual 
the National Association 
held at De- 
will 


In the morn- 


convention of 

Life Underwriters, 
Sept. 12-14. The 
be run off in six sessions, 


to be 
troit convention 
ing Sept. 12 the press and the officers 
of the National association will be given 
breakfast will be 


National 


a breakfast, and a 


given company and state and 


morn- 
will be 


officers on Thursday 
ing. The Book-Cadillac hotel 
convention headquarters and _ sessions 
will be held in the hotel auditorium, The 
schedule given for the meetings is east- 
ern standard time. 

A meeting of the 
trustees will be held on 
ceding the convention, 
Myrick, president of the National asso- 
ciation, presiding. On Tuesday the ex- 
ecutive committee will hold meeting. 
The “Million Dollar Round Table” 
ference will be held Wednesday morn- 
ing. The program for the convention 
sessions is as follows: 


association 


national board of 
Monday pre- 
with Julian 5. 


con 


Wednesday Morning 


Led by J Fred 
David E. Spragus 


10:45 a. m Singing 
Lawton of Detroit and 
of Boston. 

11:10 a. m.—Address of 
mayor of Detroit. 

11:25 a. m.—Opening of Convention, 
Julian S. Myrick, President of the Na- 
tional Association of Life Underwriters 

12:00 m.—Tribute to the Late Orville 
Thorp, by J. Stanley Edwards of Denver, 
ex-President of the National Association 


Welcome, the 


of Life Underwriters 

12:15 a. m Tribute to the Late Ed 
ward A. Woods, by Dr. John A, Steven- 
son of New York, Second Vice-President 
of the Equitable Life. 


12:30 p. m.—Appointment of Nominat- 
ing Committee. Announcements 

12:40 p. m Adjournment for Luncheon 

1 p. m.—Luncheon to all chairmen of 
the Detroit Convention Committees and 
the Members of the National Convention 
Program Committee. 


Wednesday Afternoon 


Singing, Led by J. Fred La 
and David E. Sprague of 


- Pp. Mm 
of Detroit 
Boston 
2:15 p. m.—The Theme of the Conven- 
tion, by James Elton Bragg of Philadel 
phia, Secretary of the National Associa 
tion of Life Underwriters 
2:50 p. m The Value of Life Insutr 
ance to the Living Policyholder, by D1 


iwton 


S. S. Huebner of Philadelphia, Dean of 
the American College of Life Under 
writers. 

3:35 p. m The Airplane of Today and 


Its Influence Upon Our Economic Prog 
ress, by Mr. Stout of Detroit 

4:10 p. m.—My Own Vision of Life In- 
surance, by Rabbi Stephen 8S. Wise of 
New York 

5:15 p. m Adjournment 

Thursday Morning 
9:00 a. m.—Singing, Led by J. Fred 


Lawton of Detroit and David E. Sprague 


of Boston. 
9:20 a m Introduction of Special 
Guests by Julian 8S. Myrick, President of 


the National Association of Life Under- 
writers. 

9:55 a. m.—Character as a Business 
Asset, by Edgar Guest of Detroit 

10:45 a. m—The Trust Company's 


(CONTINUED ON PAGE 28) 
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Pioneering 
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Yay 









vivax! 





g Progress always requires pioneering. Someone 
must take the first steps, must lead in the ex- 
ploring of new fields, must “go before and re- 
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move obstacles for those who follow.” . 

q In order to fulfill its obligation to humanity, life is 
insurance must seek new ways of service, in ad- e 
dition to extending the old. And so it must have ‘ 

‘ be 

pioneers. The New York Life has always rec- = 
ognized this obligation. i 

¢ Many years ago this Company undertook to 5 
pioneer in the field of sub-standard risks. re 
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g After a long and intensive study of declined is 
cases, it found that special rates could be calcu- ie 
lated, permitting, with safety, the acceptance of : 
many risks which previously had been rejected. i 
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q On) July 1, 1896, the Company issued its first 8 
Ey sub-standard policy. Since then, the writing of i 
: insurance on impaired lives has been a part of is 
EI the New York Life’s regular service to the : 
: public, and has gradually been adopted by a : 







majority of the larger companies. 
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To-day, Nylic Agents are enabled to 
obtain insurance for approxi- 
mately three out of every 
five clients who other- 
wise would be 
declined. 


al 





Yat ax 







siivauh 





‘ax 






ave 


S 
i 








ax itvaxhvaxt 








Nit 



















ive 





i 


“i 
uy 




















NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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VERDICT OVER $50,000 
ON ADJUSTER’S CLERK 


New Jersey Fidelity & Plate Glass 
Held Not as Insurer But 
as Employer 


QUESTION LEFT TO JURY 


Employed on Pleasure Trip Looked 
After Adjustment and Accident 
Bound Company 


PORTLAND, ORE., Aug. 8.—Insur- 
ance companies may well be startled by 
a verdict rendered here by a jury 
against the New Jersey Fidelity & 
Plate Glass in a contingent automobile 
liability case involving a law clerk in 
the office of E. L. McDougal, attorney 
and claim representative of the com- 


pany. 

The verdict was for $50,607 and was 
against the New Jersey Fidelity & 
Plate Glass and Walton Shea, “agent” 
of the company, Ross Clark being the 
plaintiff. 

The company is represented in Port- 
land by W. W. Potter & Co. The 
claims are handled by E. L. McDougal, 
attorney. Shea, a law clerk in Mc- 
Dougal’s office, while on a combination 
pleasure and business trip to Albany, 
Ore., ran into the rear of a wagon oc- 
cupied by Ross Clark. The latter was 
thrown from the vehicle, fracturing his 
skull in two places, causing loss of hear- 
ing, and also fracturing his right leg, 
causing permanent injury there. 


Left to the Jury 


The court held that the question of 
Shea’s employment by the New Jersey 
Fidelity & Plate Glass was a question 
for the jury. The jury of course de- 
cided against the insurance company. 
The case will be appealed. 

Young Shea was on a pleasure trip, 
but being in a vicinity where he could 
help adjust a claim against the com- 
pany was actually doing some work 
for it. This furnished the ground for 
the holding that the injury occurred in 





the course of his employment for the 
New Jersey and the verdict followed. 

If the verdict stands, the companies 
have the problem of defending them- 
selves from claims in which they may 
be involved through the myriads of in- 
surance agents, employes of insurance 
agencies, adjusters and their employes 
and attorneys and their employes. 

The companies received a jolt in the 
famous Dillon case, in which the Pru- 
dential was held liable on a $10,000 ver- 
dict for a death caused by an agent driv- 
ing his own car on the way to an 
agency meeting. The Dillon decision 
caused consternation in the company 
ranks. A session of the Legal Section 
of the American Life Convention was 
given to consideration of the startling 
implications of the Dillon decision. The 
legal departments of many of the com- 
panies spent months studying the prob- 
lem in the hope of devising an agency 
contract that would free the companies 
from liability, but apparently without 
success, as no such contract has been 
announced. 

Accidents in Course of Duties 

The vital and sole question in such 
cases is whether the alleged employe 
involved in the accident was engaged 
in the course of the alleged employer’s 
business, If he was, apparently no form 
of contract can free the companies from 
participating in the liability. 

The Dillon case was for only $10,000. 
The Clark vs. New Jersey verdict is 
over $50,000. With such verdicts, the 
multitude of casual or indirect employes 
might threaten the profits of even the 
most successful companies. The ver- 
dict may have an affect on the very 
structure of the American agency sys- 
tem. It would require the entire profit 
on an enormous volume of premiums 
to pay a verdict of $50,000. With a 
multitude of casual solicitors, and with 
verdicts growing at this rate, it will be- 
come a question whether the business of 
part-time agents is worth the risk of 
employing such agents. 

The essential danger is not in the 
possibility of accidents, but in the pos- 
sibility that the alleged employe will 
tell a story that will help out a damage 
suit. If work is to be done it requires 
a certain amount of time and traveling, 
and the exposure to accident is the 
same whether the work is done by a 
regular or by a casual employe. How- 
ever, with hundreds of thousands of 
casual employes, not all of them of the 
best type, the danger of a story being 
fitted to a damage suit is great. 














BIG GAINS IN JULY 


July saw a continuation of the re- 
markable boom through which life in- 
surance has been passing this year. 
Final returns on July business show 
once again business increases of up to 
100 percent in various agencies, some of 
the leaders reporting increases of nearly 
50 percent. These totals, added to the 
business of the many new offices which 
have opened this year, make an aggre- 
gate that should certainly be 25 percent 
or more over the business of last July. 
And this is far in excess of the increases 
reported in other sections of the coun- 
ut. New York City has stood in the 
fore of life insurance production since 
the opening of the year and shows no 
slack. 

Ives & Myrick led the list, now being 
firmly established as the outstanding 
agency of the city. This agency paid 
for $4,058,948, an increase of nearly 40 
percent over July of last year. This to- 
tal brought the agency’s total for the 
year to date to $28,102,971, an increase 
of well over 20 percent over last year’s 
seven month total of $23,062,144. 

The J. C. McNamara agency of the 
Guardian Life was second, making a 
phenomenal summer record and passing 


| AS SEEN FROM NEW 
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By C. C. NASH, JR. 
—(Nash ef the Nationa) —— 
all previous monthly records of the 
agency. Its July total of new paid 


business was $3,201,346. 

The Charles B. Knight agency of the 
Union Central Life brought its seven 
months’ total up to $23,980,485, an in- 
crease of nearly $1,000,000 over the 1927 
total for the same period. 

R. H. Keffer, general agent of the 
Aetna Life, paid for $3,195,775. This is 
one of the five Aetna general agencies 
which was formed to take over the busi- 
ness of the Hart & Eubank agency, 
which split up last year, so there is no 
basis of comparison, but Mr. Keffer has 
paid for $19,552,722 thus far this year. 

J. Elliott Hall, general agent for the 
Penn Mutual Life, paid for $2,401,000 in 
July, compared with $1,900,000 in July 
last year, bringing his seven months 
total up to $21,428,609. This is a gain 
of $3,444,150 over the seven months’ to- 
tal last year, which was $17,984,459. 

Beers & DeLong, general agents 0! 
the Mutual Benefit Life, the agency 
which was reorganized and_ started 
afresh last year, paid for nearly $2,000,- 
000, bringing the seven months’ total to 
$18,375,351, compared with $16,964,550 
last year. : 

The P. M. Fraser agency of the Con- 
necticut Mutual Life paid for $1,522,600, 
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compared with $1,341,640 last year and 
its seven months’ total is $14,972,000, an 
increase of $2,599,960 over the same 
period of last year. 

oe 

Ul’s IN NEW YORK 


Two Cc. L. 


Two New Yorkers have the honor of 
standing out in duet among their many 
thousands of competitors as the only 
ones in this great metropolis to now be 
fully accredited members of the new 
band known as C. L. U.—charter mem- 
bers, at that. The examinations were 
concluded in June by the American Col- 
lege of Life Underwriters and the cer- 
tificates of the Chartered Life Under- 
writers have just now been prepared by 
the examining board. This week Grant 
L. Hill of the Guardian Life and Leroy 
N. Whitelaw of the Equitable Life of 
New York received notification from 
Dr. S. S. Huebner that they had passed 
the examination and would receive their 
certificates. The only two in New York 
to receive them, they stand honored 
among their host of the profession of 
life insurance in New York. 

Mr. Hill is supervisor of the J. C. Mc- 
Namara agency of the Guardian Life, in 
charge of the full time agency staff. He 
has made a noteworthy record in the 
few years he has been in the business, 
having been in it only six years, all of 
the time with the McNamara organiza- 
tion. 

Mr. Whitelaw is still younger in the 
business, having been in it only three 
years. He was previously a sales ex- 
ecutive in the automobile industries, but 
for three years has been carrying a rate 
book and has closely studied the busi- 
ness. 

2 * * 
BACK FROM EUCROPE 


Peter M. Fraser, general agent for the 
Connecticut Mutual Life, returned from 
his two months’ trip to Europe to find 
hat his agency had gone forward at 
record pace during his absence. The 
agency has qualified 15 men for the com- 
pany’s convention at Glacier National 
Park, to be held early in September, al- 
most double the usual qualifications. 
Still more will probably be added to the 
there are still two weeks in 
which to qualify. So far this year the 
agency has paid for $14,972,000, a gain 
of $2,599,960 over the same period of 


1927. 


} 
ust, as 


OFF TO MONTREAL 
Over 50 will be in the party sent by 
1 J. C. McNamara agency of the Guar- 


dian Life in New York to the com- 
pany’s annual agency convention at 
Montreal next week. The party will 
leave Sunday, going via the Albany 
night boat and then by water, across 
Lake George and Lake Champlain, ar- 


riving for the three day session, Aug. 
14-16. The agency has been forging 
ahead and in July, despite summer heat 
handicaps, set a new monthly record for 
The July total of $3,201,346 was 
the greatest in its 43 months of opera- 
This also put the agency in third 
place in the list of largest agencies in 
the city. Full time production set a 
hew record and also conservation work 
was improved, reinstatements being the 
ever reported. It was alto- 
gether a banner month for the agency. 
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FIRST MODERN GROUP IS 
CELEBRATING 16th BIRTHDAY 


The first modern group insurance pol- 
y 1s celebrating its birthday. Mont- 
omery Ward & Co. has now been 
group protection with the 
Life New York for 16 


Carrying 
Equitable 
years 
The historic contract was originally 
Written on 3,000 lives for a total of about 
6,000,000 of insurance. It has grown to 


of 


he . - ~ 
the present proportions of $9,500,000 
ering 7,200 employes. During the 
‘ite of the policy almost $700,000 has 


een returned in death claims, total per- 
manent disability claims and dividends. 
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LIFE 


The dividend for last year amounted to 
38.9 percent of the gross premium. 

The general development of group in- 
surance has shown corresponding vigor. 
From a handful of groups held chiefly 


by the Equitable, at the close of 1912, 
this branch of life underwriting has 
grown uninterruptedly to its present 
staggering totals, $6,500,000,000 of pro- 


tection on 5,000,000 workers. 





Reeser Heads Conservation Department 


Jay A. Reeser has been appointed 
head of the conservation department of 
the Missouri State Life. Mr. Reeser 
joined the Missouri State in 1922, after 
specializing in mathematical 
Missouri University, 
and was employed in various 
ments. He was sent to Nashville 
establish the company’s routine when 
that office was established as a branch. 
The Nashville branch at present is writ- 
ing nearly $4,000,000 in business yearly. 


science 
Columbia, 


Behling Undergoes Operation 

J. I. Behling, general agent for the 
Northwestern Mutual Life at Columbus, 
O., underwent a major operation last 
Monday. He came through successfully 
and is getting along fine. Mr. Behling 
expects to be back on the job again by 
Sept. 1. 


at | 
Mo., | 
depart- | 
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MANHATTAN LIFE HAS 
EFFECTED NEW PLAN 


Systems of Field Supervision Re- 
organized—County Parceled Into 
Sections Under Supervisors 





BETTER CONTROL 


Each Regional Field Chief Will Be in 


Close Communication With Home 
Office and Production Staff 


SEEN 


NEW YORK, 


tion of its plan of field operations is an- 


Aug. 9.—Reorganiza- 


nounced this week by the Manhattan 
Life of New York, the entire country 
being divided into sections, each in 


charge of a regional supervisor and each 


having a new close contact with the 


home office. There are five general divi- 


sions and under the new plan there will 





be a home office supervisor in the field | 


Plans 
the 


in direct charge 
have worked 
general agents will 
in their every-day 


ot production 
out under which 
have constant help 
problems from these 
home office men. Also these field super 
visors will be in constant touch with the 
home office, so that they will know daily 
the progress in each agency throughout 
their territory. Intensive field cultiva 
tion is expected to result from the plan 


been 


Kohler General 


Frank K. Kohler, superintendent of 
agents, will be in direct charge in New 
York except for New York City, Penn- 
sylvania, Colorado, Montana and Ne- 
braska. Mr. Kohler is a veteran in the 
business. He has been a life under- 
writer tor over 30 years and with the 
Manhattan Life for over 17 years, both 
in the field and the home office. He is 
now superintendent of agents, but will 
have special supervision of the two ter- 
ritories mentioned. 

George E. Morgan, agency supervisor, 


Supervisor 


will have jurisdiction over Arkansas, 
Georgia, Louisiana, North Carolina, 
Tennessee, Texas, Virginia and West 
Virginia His duties will be to direct 


production in these southern and south 


western territories Mr. Morgan is a 
young man of wide life insurance ex- 
perience. He was with the Equitable 
Life of New York four vears after the 








Let Ins Be ‘The Year 


In Which You Find 
Your Place in Life 


THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


Has Some Splendid 
Opportunities for MEN 
WHO WANT TO 
BUILD.....GOOD 
CONTRACTS ....... 
A COMPANY WITH 
STANDING......... 


CEDAR RAPIDS, 
IOWA 


AGENCY HELPS 
Home Office Men 
Who Understand 
Your Problems 
Prospect - Getting 
Helps, etc. 
Some Openings 
Now Ready—Start 
Building. 


Write Today! 


























To Make Life Insurance 
Selling More Profitable 


O help every one of its representatives, and espe- 


cially the younger men, become better salesmen, 
The Central Life Assurance Society (Mutual) has 


planned and published a course of instruction in Life 
Insurance Selling. This course, which has been put in 


convenient printed form, is available to all representa- 
tives 


of the company. It has been developed by Mr. 
George T. Carlin and the work in 
connection with it is under his per- 
sonal direction. For many years 
Mr. Carlin has not only had exten- 
sive experience in the educational 
profession but in addition has been 
unusually successful in life insur- 
ance field work. 


Helps the General Agent 


For the general agent who is con- 

George T. Carlin fronted with the problem of train- 
ing younger men in addition to his many other duties, 
this course offers many advantages. It not only simpli- 
fies his work but makes it more effective. 


Benefits the Man Just Starting 


For the man just starting out to sell life insurance, this 
course offers untold benefits. In systematic form, he 
learns the factors that will help him make a bigger as 
well as a quicker success of his work. 





The many complimentary expressions received both 
from those who are studying the course as well as from 
our general agents make us feel that we have developed 
a service of unusual value to our entire force. 





Assurance Society 


their every re- 


Central Life 
(Mutual) meets 
quirement. For the right man, we 
offer at the present time an ex- 
ceptional opportunity in Nebraska. 
Write if interested. 


Old Enough to Be Thoroughly 
Established — Young Enough to 
Offer Exceptional Opportunities. 
Here in a few words is the reason 
anxious 


why many young men, 


to get ahead, are finding that the 











T. C. DENNY President 


CenTRAL Lire AssurANCE Society 
(MUTUAL) 


Des Moines, Iowa 


Please send me further information about the Central Life As- 
surance Society (Mutual). 
Name 
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close of the war and then joined the 


Hart & Eubank agency of the Aetna 
Life in New York, becoming supervisor 
of its 42nd street branch office. Early 


this year he joined the Manhattan as 
agency supervisor, 
Rider Has California 


George A. Rider, agency 
will have California for his territory. 
Mr. Rider is a veteran of some 30 years’ 
experience in the business. He started 
with the Mutual Life of New York and 
in 1904 was made coast manager for the 
Security Mutual. He then went to Seat- 
tle as superintendent of agencies for the 
Mutual Life of New York in Washing- 
ton, British Columbia and Alaska. In 
1917 he went with the Aetna Life as an 
agency organizer at San Francisco. 

Nelson L. Shultis, agency supervisor, 
will have charge of production in the 
middle west, covering Illinois, Indiana, 
Kansas, Kentucky, Michigan, Missouri 
and Ohio. Mr. Shultis has been in the 
life insurance business since 1916 in all 
branches, as agent, general agent, branch 


supervisor, 


manager, district manager and agency 
supervisor, He also had six months’ 
experience with the War Risk Bureau 


at the close of the war. Mr. Shultis 


joined the Manhattan this year. 
Edmondson’s Field New York 


Vincent W. Edmondson, superinten- 
dent of field service, will take charge of 
New York City production, keeping in 
personal contact with the general agen- 
cies in this city in addition to his general 
field service work. Mr. Edmondson is 
a man of broad experience, 10 years in 
this country and 10 years in England. 
He was formerly secretary in the east- 
ern office of issue of the Western Union 
Life prior to its absorption by the Sun 
Life of Canada, at which time he joined 
the Manhattan Life in his present ca- 
pacity. 


Sun Life Appointments 


Malcolm Macaulay, who has been sec- 
retary of agencies in the home office of 
the Sun Life of Canada, has been made 
an inspector of agencies attached to the 
eastern department. D. C. Jamieson has 
been appointed secretary of agencies at- 
tached to the European and eastern de- 
partment. J. Bauset is appointed secre- 
tary of agencies attached to the Canadian 
department. D. B. Burdon has been 
made chief clerk of the statistical section 
in the actuarial department. 


West Coast Contest Winners 


J. E. Hoeft of the central department 
of the West Coast Life won first prize 
in the company’s recent automobile con- 
test and is now the possessor of a Buick 
sedan. Second prize was won by T. F. 
Hetherington of Texas and third went 
to S. Novella of the Philippine Islands. 
Other special cash prizes were won by 
D. Romanoff of China, G. Martini of 
California and R. A. Joy of the Philip- 
pines. 


Annuity Sales Grow 


increases in annuity sales are 
reported by the Equitable Life of New 
York this year. The half-year statement 
showed a gain of over 25 percent in an- 
nuity sales, as compared with the first 
half of last year. Annuities of all classes 
totaled $48,684,228 this first half year, 
while in 1927 they amounted to only 


Large 


$38,647,105, this being a gain of $10,- 
037,123. 
Life Notes 
The Central Life of Fort Scott, Kan., 


has been licensed in Illinois. 

Hart A. Spencer, who had a general 
insurance agency at Iowa City for many 
years, and was also a veteran agent for 
the Equitable Life of Iowa, died at his 
home in Iowa City last week, following 
a month’s illness. 

William H. Carter, 
manager of the Los 


for several 
Angeles agency of 


years 





the Central Life of Des Moines and prior | 


to that 
Moines, has recently become associated 
with the real estate organization of Vic- 
tor Girard of Los Angeles, as assistant 
sales manager. 


with the Bankers Life of Des | 
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E. T. RALPH PROMOTED 
BY BENEFICIAL LIFE 





IS MADE GENERAL MANAGER 


Former Assistant Manager Given Post 
Vacated by L. N. Stohl—Has Been 
in Service Many Years 


SALT LAKE CITY, UTAH, Aug 
9.—Epraim T. Ralph, assistant ——— 
of the Beneficial Life, succeeds L. N. Stoh! 
as general manager of this company, 
Mr. Stohl resigned recently to accept 
the general managership of Nathaniel 
3aldwin, Inc., a large radio manufac- 
turer of this city. Mr. Ralph’s first con- 
nection with the insurance business was 
as a salesman for the Beneficial while a 
youth in his middle teens. He was later 
appointed supervisor of agencies. He 
was born in Utah and is a graduate oi 
Utah Agricultural College. 

The Beneficial’s new general manager 
and director is an eloquent, powerful 
and convincing speaker. He is of con- 
genial disposition and has many friends 
in and out of the insurance business. 

A. W. Ivins succeeds Former Gover- 
nor John C. Cutler, deceased, as first 
vice-president of the Beneficial, and 
George Cannon, manager of the Heber 
J. Grant Company agencies, becomes 
second vice-president. 


NO FARM MARKET IN SIGHT 
Companies Establish Regular Depart- 
ments to Look After and Main- 
tain Rural Properties 





Life insurance companies that have 
had to take over farms do not see much 
prospect in getting rid of them this year. 
The farm market is still dull. This is 
particularly the case where foreclosures 
have been made. The farmers in these 
localities are in no position to buy 
farms. The farms are a drug on the 
market and if companies were forced to 
sell at this time, there would be a ma- 
terial loss. Therefore, life insurance 
companies have organized regular de- 
partments to look after these farms, 
nurse them along, see that they are 
rented, cultivated and kept up, until 
there is a market for them. 

In some states the farm depression is 
still acute. Life companies have found 
it necessary to get practical farm men 
to supervise the farms, inasmuch as they 
want to get enough revenue from them 
to pay taxes and maintain them. A few 
companies have been able to trade off 
their farms for city property. Compa- 
nies are watching their farm loans very 
carefully and are not making new ones, 
unless they feel they can do so with 
safety. Farm values are depressed and 
hence life companies have had to take 
this into consideration. 


Production Is Off 


insurance 
unless 


In the country districts life 
production is considerably off 
agents are working in sections where the 
farmers are doing a cash business and 
are raising live stock, carrying on di airy 
ing or raising products that are sal _ 
In these sections the farmers are thrif 
Companies can still do a big tes iecet 
provided agents will take farm notes. 
However, the banks are not discounting 
them. In many cases it has been diff- 
cult to get notes paid. A few companies 
will finance agents on their premium 
notes. Therefore, unless an agent has 
a strong hook-up with a bank he finds 
it difficult to handle his business. 


You can be a winner or a floater, as 


you please. It is so much easier to 
float into oblivion in pleasant company, 
without exertion, than it is to swim 


against the current of opposition into 
prominence and plenty that the floaters 
always outnumber the swimmers. 
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BUSINESS INSURANCE | RIS AEPRCIIRNIRNERNIS sR EE || FATHERS AND SONS IN 
FE IN GREATER DEMAND | BLIND LIFE INSURANCE SALESMEN || BUSINESS PARTNERSHIP 


Eighty-five of Them Are Doing Well in Life Insurance 
























ER MORE NOW IS BEING BOUGHT ! |MUTUAL BENEFIT HAS LIST 
—_ — = BY GEORGE BROWN 
7 DETROIT, Aug. 9—There are 85] look the prospect in the eye, dominate | 
ost Many Houses Having Key Men Realize | },)).4 Jife insurance salesmen actively en- | the seein cae hasize the sales talk | Shows Locations Where Two Genera- 
- They Need to Have Them pant - _ United States. Seems in- by diagram, etc., and yet here are 85 | tions Join Hands to Carry on 
credible, doesn’t men, north, south, east and west, who , 
Well Protected it? And they are | can do none of these things in the pre- Life Insurance Work 
all doing well, | scribed style and fashion, making a suc- - 
Lug Life insurance agents realize that busi- ‘ae ana a profession in ways quite The Mutual Benefit Life has a num- 
ager ness and corporation insurance is now working out of “How on earth do vou do it?” I asked | °&t, &! #8ency partnerships where father 
tol so generally purchased that they do not | the Mutual Life Mr. Smith. ‘ | and son work together. If there is not 
any have to bring forth arguments to but-| office in Syra- The Mutual Life’s blind salesman rr partnership the son is connected with 
cept tress their approach. Partnerships and} cuse, N. Y., has smiled as happily as if he hadn't a care og ye gy = —y po a 
— business houses recognize at once the | made the Quar- or a handicap. — edly sg ‘a a Rana a . 
oan value of protecting a key man. There} ter Million Club “T don’t know whether I can explain | of the aes cn A | - aK oP eer 
vente are some concerns where business insur- | ten years in suc- it very well,” he answered. “I guess we | The fathe rs and sae posed “r > : ior a : 
ge ance makes no appeal. This is particu- | ©€55 ion, and have to concentrate a good deal more on | Mutual Benefit in it — : | he _ 
te larly true where there is a well balanced | Julius _Jonas of our subject. We have to know our line. | work are as follows: — reid ta 
“He organization, fairly large and where no the New York We have not only to understand life in Pittsburgh—R. S. Clarke, father. 
e of one man stands out beyond all others. Life's home of- surance; we have to feel it, We have | Went with the company in 1891 at age 
thas ority of cases and especially ice agency has to believe in it as a good Christian be-|39 Has had a steady and substantial 
_ 4n a majority “| been writing lieves in his God, an idolator in his idols, af hoe _ oe 
ager in small concerns there are usually one $250,000 a vear . fanatic in Gila ainenalitinn innual proc uction since that time. His 
erful or two men who are exceedingly valua- for several years. EK. G, SMITH | “Life insurance has to be more than — wen ny —y yx me he 
Cor ble to a concern. It depends on their | As far as known. he business with us, more than a profes- | ranks of the ete ced gy it yy 
ends genius, initiative and resourcefulness. | not one of the 85 makes less than $10,000 | sion; it must be a religion. We must | at the age of 25 Steady ‘aaa caeetenanal 
o The death of an important factor in a la year in commission income. | feel to the uttermost we have a gospel | producer. His largest year was 1918, 
hos concern would cause it a severe jolt. In| rhe blind salesmen have always been | to preach and then go out and preach it. | during which he paid for $326,000. 
aad cases of this kind the life insurance man | more than welcome at the annual gath- | “I don’t know just yet what additional | Williamsport, Pa.—W. a King, 
eber has but little need for arguments to con- | ¢rings of the National Association of attractions we will be able to provide | father. Joimed the Philadelphia agency 
ymes vince prospects that business insurance Life Underwriters. his year a special | our fellow salesmen. There has been }in 1891, at age 24. Subsequently was 
is desirable. invitation is being extended to them by | much preliminary work to be done. We |}appointed general agent at Williams- 


A man who has made a great success | the Detroit local committee of which | know there are 85 of us, but we have had port. Donald B. King, son. Became 
in selling business insurance said that | Ellsworth G. Smith of the Mutual Life is | some difficulty in locating them by com- | associated with the company in 1917, at 
3HT the salesman should analyze the needs | chairman. While they will be able to | pany affiliation and we have also to es- | age 21. Was formerly a clerk in a rub- 























of a*concern just the same as he would | enjoy all the general features of the con- ! tablish contact with them so we'll know | ber company Largest annual produc- 
an individual in recommending insur- | vention program, they will be given an | to a fair degree of certainty who of them | tion, $341,000 in 1925. 
part- ance. Where there is no special valu- | opportunity to get together and to ex- | will be able to attend the meeting in | Philadelphia—J. H. Glenn, father. 
able man or where the organization is | change ideas and policies. Detroit next month. I'll be glad to hear | Became associated with the company in 
well rounded or where the death of one The success of these 85 men rather | at once from any of them who learn | 1896, at age 27. Subsequently appointed 
man would not seriously interfere with | upsets the established ideas of modern that THe Nationar UNpberwairer has | general agent at Philadelphia. Elliott 
the progress of his house there is little | salesmanship. We who have been | printed an item about them and their | H. Glenn, son. Joined the Philadelphia 
have for call life insurance. This man said | blessed with eyes that see have had it splendid work.” }agency in 1915, at age 20. Has been 
Buch that frequently life insurance men over- | preached to us day by day from platform Mr. Smith may be addressed c “1 e Mu- | a consistent and large producer. Largest 
year. look the small partnerships or concerns | and banquet table, at grass lawn meet- tual Life Insurance Co., First National | year was 1925 with $765,000 paid-for. 
souls as prospects for business insurance. ings, by book, leaflet and magazine, to Bank building, Detroit. Cincinnati—J. P. King, father. Joined 
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NEARING THE HUNDRED 
MILLION MARK OF 
INSURANCE IN FORCE! 


Life Insurance 
Co. 


OF ST. LOUIS, MO. 





Grows Stronger Every Day 
42,000 Policyholders 
Assets $13,000,000 





LIFE - ACCIDENT - HEALTH 





A few more hustling agents wanted in 
Highly Productive Territory 


Close Home Office Cooperation 


Write for particulars to 


Continental Life 
Insurance Co. 


Ed Mays, President 
ST. LOUIS, MO. 














THE 
UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York 
Non-Participating Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 


HOME OFFICE: 105-107 Fifth Avenue,New York City a 


Organized 1850 

















The Life Insurance Company of Virginia 
1871 57 Years of Existence 1928 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 


Richmond, Virgimia 























the company in 1909, at age 45. Lives 
and works in Columbus, Ohio. Sub- 
stantial producer. Paid for $612,000 in 
1925. Wallace H. King, son. Went 
with the company in 1913, at the age ot 
21. Over ten years of weekly produc- 
tion. Over $1,000,000 paid-for in 1924, 
almost two million in 1925. Works in 
Lima, Ohio. 

Richmond, Va—C. T. Thurman, 
father. Became associated with com- 
pany in 1897, as soliciting agent under 
Chattanooga. Has been general agent 
at Baltimore, Raleigh and Richmond, 
which last post he holds at the present 
time. A. C. Thurman, son. Came with 
the company in 1916, at age 28. Now 
general agent at Raleigh, N. C. 

Seattlke—Harry M. Grinnell, father. 
Joined company in 1900. General agent 
at Seattle, Wash. Fred H. Grinnell, 
son. Joined company in 1914, at age 
27. Consistent producer. Largest year 
was 1923, with $418,000 paid-for. 


POLICY MAXIMUM NOT HIGH 


New Men in Field Are Principal Pro- 
ducers of Total Non-Medical 
Policy Business 


Checkup on the status of non-medical 
writings among Chicago offices doing 
this kind of business reveals in a gen- 
eral way identical level of experience, 
and that the experience of the com- 
panies has been for the most part satis- 
factory. Some of the offices consider 
the non-medical policy essentially a new 
man’s proposition, where the insurance 
maximum of this kind of policy is low. 
The heads of these offices state that the 
very fact that the maximum is low 
makes the search for this kind of busi- 
ness unattractive to the large producer. 


Restrictions on Maximum Amount 


In general the number of restrictions 
on non-medical policies increases as the 
maximum increases, even though the 
highest maximum known to obtain with 
any company is $10,000. Most offices 
will not permit a salesman to issue poli- 
cies in large amounts until he has rep- 
resented the company for a fixed num- 
ber of years and until he has written a 
fixed amount of business. Other fac- 
tors also operate to determine the sales- 
man’s qualifications to write non-medi- 
cal business. 


Boon to Country Agent 


Nearly all companies report, how- 
ever, that the non-medical policy has 
been a boon to the country agent. Be- 
cause the time formerly spent by the 
salesman in getting the applicant and 
the medical examiner together has been 
eliminated by the non-medical policy, 
the salesman now has more time to give 
to new prospects. Business has increased 
therefore. In some instances country 
agents now produce more than twice 
as much as formerly. 

Because of the careful selection of 
men to write non-medical business, and 
because also of the relatively small 
amounts in which the policies are is- 
sued even by the companies that are 
most liberal, the companies’ experience 
with reference to lapses and mortality 
losses has been good. 


The Day’s Work 


am the foundation of all business. 
am the source of all prosperity. 

am the parent of genius. 

am the salt that gives life its savor. 
have laid the foundation of every 
fortune. 

I must be loved before I can bestow 
my greatest blessings and achieve my 
greatest ends. 

Loved, I make life sweet, purposeful 
and fruitful. 

I am represented in the humblest sav- 
ings, in the largest block of investments. 
All progress springs from me. I am 


THE DAY’S WORK. 


et 
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PARTICULAR SERVICE 
SHOULD BE MADE FREE 


QUESTION KEPLACEMENT SALE 


Agents of One Company to Be Advised 
Commissions Are Not 
Earned 


The payment of commissions for the 
rewriting of old business is being ques- 
tioned by one of the larger life com- 
panies and its agents have been advised 
that in the future a new approach will 
be made to this question. The company 
has informed its agency force that from 
time to time, it will call to the attention 
ot its general agents and agents its 
opinion that commissions are unearned 
on certain cases and should not be paid. 

This is a problem which has long 
bethered many life offices, as the many 
cases of readjustment of policies have 
resulted in the wiping out of old con- 
tracts and replacing them with new, 
with a resultant new payment of com- 
missions to the agents on contracts 
which are merely replacement forms and 
not new business. The majority are 
new contracts and it is a matter of dis- 
agreement between the companies and 
the agents as to the payment of this 
commission. 


Readjustment Work a Service 


This company believes the agent 
should regard this readjustment work 
as service to the client and not @s a 
creation of business which would merit 
payment of additional commissions. 
Particularly is it true in the case of the 
rearrangement of policies for one who 
has had financial difficulties and requires 
the readjustment of insurance holdings. 
Often these policies are burdened with 
policy loans and rather than to con- 
tinue with those forms they are can- 
celled and new policies written. Fre- 
quently in the case of a lapse after two 
or three months, instead of reinstate- 
ment the client prefers applying for new 
insurance. In all of these cases this 
company feels that its agents do not 
merit a commission on the new con- 
tract as it is merely a continuation of 
the original service and in the future it 
will so advise the men in its field. It 
has pointed out that such a loss of com- 
missions would be readily offset by re 
newal commissions paid for business 
that requires no time or attention on 
the part of the agent. 





SOME RECENT COURT 
DECISIONS 

















Creditors. The conclusion is irrisist- 
ible that creditors in the instant case 
have no rights as respects the proceeds 
from the policy beyond the premiums 
withdrawn from decedent’s estate in his 
life time (and after he became insolvent) 
in order to purchase the insurance. Be- 
yond this, decedent has done his credi- 
tors no wrong, and his assets have not 
been diverted to their hurt. His estate 
must pay back the premiums, if at all, 
because when he paid the premiums he 
was using his creditors’ money; mone} 
which they had the right te 4 sand 
should be paid on their debts. As to th 
difference between the premiums paid 
after insolvency and the face of the 
policy he was gambling for the benefit 
of his family with the probabilities o! 
death, and whatever the result, credi- 
tors have no just grounds of complaint 
White vs. Pacific Mutual Life, Special 
Ct. of Appeals, Va. 


A knowledge of human nature, fa- 
miliarity with your policy forms, and 
the ability to establish confidence in 
yourself and your proposition in the 
mind of the other fellow are more val- 
uable assets than any amount of tech- 
rical knowledge. 
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ACTUARY EXPOSES THE 
ORNAMENTAL POLICIES 





PRODUCT OF DRUG COUNTER 





A. W. Larsen of the Volunteer State | 


Life Tells Agents Not to Be 
Misled by Appearances 





Actuary A. W. Larsen of the Volun- 
teer State Life calls attention to the fact 
that various trick policies are being used 
by some companies and their agents are 
employing them in competition. He 
speaks as follows: 

“Until recently I thought the day of 
frills in life insurance was passing, but 
alas, the discarded products of an earlier 
day have risen before us like ghosts to 
drive the superstitious agent into a pan- 
icky fright. Competitive policies be- 
decked with imported lace in the shape 
of additional benefits for a small addi- 
tional premium are being dazzled before 
the eyes of an unknowing public as the 
latest discovery of some large-hearted 
genius, the secret of which is being 
closely guarded in the archives of the 
home office—a discovery of immense 
benefit to the purchaser of the policy 
under the terms of which he gets $2 
worth of benefits where another com- 
pany, through ignorance of the great 
secret, gives him but $1 worth. Truly a 
blessing to oppressed humanity. 


Product of Drug Counter 


“In your territory, you may find com- 
petitors disseminating these great dis- 
coveries. If you are susceptible to their 
hypnotic influence, be advised! Highly 
decorated policies with that school girl 
complexion will, on close inspection, be 
revealed as the product of the drug 
counter and a microscopic examination 
will not be needed to disclose the wrin- 
kles of old age thereon. 

“What is a coupon? An old acquaint- 
ance of those palmy days when gold 
bricks found a waiting market, a simple 
machine-made garment thread-bare with 
use, but gilded with vain show and noise 
to pass as the latest Paris creation. Of 
what are those extremely liberal settle- 
ment options composed that they should 
exceed the ones to be found in our own 
rate book, and all for a small additional 
premium rate? What, but a padded 
purse—outside, synthetic alligator hide 
worth its weight in old newspapers, and 
inside containing something less than 
the purchase price. 

Benefits Are Classified 


“Do not be misled by frills. Whatever 
combination of benefits is offered in a 
life insurance contract, those benefits fall 
into one or more of the following classi- 
fications: 

“1. Insurance for life. 

“2. Insurance for a definite term 

“3. .A sum or sums payable at fixed 
future dates. 

“The premiums may be 
one of two ways: 

“1. A level amount throughout the 
premium paying period 


“2. A varying amount. 


payable in 


Cost Is Always the Same 





“Once the basis of valuation is fixed, | 
as it is by statute, the calculation of the | 


exact cost of any benefit is the same 
whether calculated in 
York or Corntower, Iowa 
of mathematical jugglery can tip the 


Podunk, New | 
No amount | 


scales in favor of either place. It is 
true that a certain permissible latitude | 


results in rate variations, but as to those 
great variations which the dispenser of 
highly ornamented policies would have 


us believe exist, they owe their life solely | 
to the imagination of the salesman and | 


the innocence of the prospect. 


“As a rule, a combination of policies | 


ot your company, offers exactly the 
benefits which your competitor’s mar- 
celled, cosmetic-coated, over-dressed 
form does and at prices which are in 
the same ratio as the premiums on the 
regular forms.” 
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coast. 


Shield men started on 
their first millionin 1902. 
Today our slogan ‘‘We 
Shield Millions’’ is 
known from coast to 

















TWENTY-EIGHTH ANNUAL FINANCIAL STATEMENT 
YEAR ENDING—DECEMBER 31, 1927 
ASSETS LIABILITIES 
Bonds and _ Stocks Legal Reserve, Life 
NS SRR Pe $ 9,831,749.82 Insurance Policies. .$10,973,342.00 

Principally Govern- American Experience 
ment, State, County, 3%%, Standard and 
and Municipal Bonds Sub-Standard % 

Legal Reserve, is- 

— ae aa, 7 506,973.48 ability Policies .... 202,030.37 
Loans reed yin, salen simi Contingent Reserve.. 2,888,754.55 
or less of property Reserve for Epi- 
value GE. cacscasesens 1,000,000.00 

Cash in Banks and Gross Premiums Paid 

ene 896,361.55 in Advance ....... 387,914.83 
($725,381.47 at interest) Taxes Accrued, but 

Real Estate Owned.. 834,606.46 may Lay ge 331,905.36 
fainly H Offi ‘ 

Building seme Bonds, Deposits, etc. 403,013.07 

Loans on Bonds and , Mainly a Savings Fund 

_~ eee 114,625.00 Policy Claims in 

‘ “a s Process of Payment 

Net Unpaid and De- ecole and Adjustment ... 179,882.35 
ferred Premiums .. 457,975.03 a1 Other Items...... 41,770.42 

Policy LOOKS cccccccs 283,626.19 Liabilities Other Than 

Interest Accrued and Capital and Surplus 16,408,612.95 
SEE ccxccciceese 262,555.75 Capital and Surplus.. 3,869,860.33 
Total Assets ...... $20,278,473.28 Total Liabilities ..$20,278,473.28 

Total Claims Paid 28 Years Ending December 31, 1927.....- $ 57,976,110.40 

| Total Life Insurance in force December 31, 1927....++..++++ 235,583,186.00 


























George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


Che States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


























Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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COLORADO——— ILLINOIS INDIANA————IOWA —KANSAS———KENTUCK Y——-MICHIGAN ———-MINNESOTA 
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= : 
& Request details for our remunerative contracts for rs 
§ AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 
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GOOD WILL 


is an intangible asset without which no life 
insurance company can become really great. 


The Equitable Life Insurance Company 
of Iowa has the good will of its policyholders 
and the insuring public. In consequence this 
company has grown to greatness and offers 
exceptional opportunity to ambitious men. 


To its field force the Equitable Life of 
Iowa offers unusual sales assistance and ex- 
traordinary cooperation. 





Founded: 1867 Home Office: Des Moines 
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NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON MASS. 


Chartered 1835 Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 
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Do Our Standards Appeal To You? 
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UNDERWRITER 
METHOD USED TO GAIN 
FARMER’S CONFIDENCE 


SKEPTICAL ABOUT AGENTS 


Farm Field Can Be Easily Sold by Gain- 
ing Confidence and by Being 
Interested 





Manager J. L. Peak of the Kansas 
branch of the Great Southern Life at 
Topeka, speaking on “Selling Insurance 
to the Farmer,” advocates explaining 
the policy thoroughly so that the client 
knows exactly what he is getting. He 
finds that it pays excellent returns, as it 
makes the policyholder feel that he 
really has their interest at heart. He 
said: 

“It is an established fact, the farmers 
are a prey for the highbinder, and the 
get-rich-quick artist whenever they raise 
a good crop. Knowing this to be the 
case, the farmer is, and naturally so, 
skeptical of all agents; therefore, the 
most successful producer of life insur- 
ance amor.g the farmers is the man who 
is most capable of securing and main- 
taining the absolute confidence of the 
farmers with whom he comes in contact. 


Lack of Understanding Causes Lapses 


“We often hear company officials 
make the statement that country busi- 
ness is less desirable than city business, 
because of the large lapse ratio occur- 
ring among the farmers. This large per- 
centage of lapsation is said to be occa- 
sioned by the fact that the farmer’s 
income is so unstable. That is not the real 
reason why the farmer lapses his insur- 
ance—nor anyone else, for that matter. 
The real reason lies in lack of under- 
standing of the benefits accruing to him 
and his family, and which are secured 
only through the ownership of a life in- 
surance policy. If the agent will take 
the time, and make the necessary effort 
to convince his policyholders of the ne- 
cessity for having life insurance, the in- 
sured will provide the premium for his 
insurance in the same manner he pro- 
vides necessary food and clothing for 
himself and family, regardless of crop 
conditions. Please bear in mind this 
one thought—it is impossible to serve 
your own best interests without, at the 
same time, serving the best interest of 
your client. 


Method Used with Farmers 


“My method of procedure among the 
farmers is meant to accomplish these re- 
sults. 1. To overcome his skepticism, 2. 
To convince him that life insurance is 
a necessity and therefore indispensable, 
3. To sell him life insurance, 4. To put 
that farmer and his wife to work for 
me. 

“T endeavor to accomplish these four 
objects in the following manner. For 
example. I decide upon a territory in 
which I desire to locate. Ii I am a 
stranger in the community, I make in- 
quiry regarding the names of several in- 
fluential farmers. I drive out to see them, 
and always go alone. I take no letters 
of recommendation from anyone, realiz- 
ing that in order to put over a campaign 
worth while in the community I will be 
compelled to sell myself, and not rely on 
someone else doing it for me. It may 
take me two, or three, days to write my 
first application, but every minute of the 
time spent in the attempt will prove 
profitable. 


Delivering the Policy 


“My first application is put in the mail 
just as soon as possible, being very care- 
ful to supply every detail, both in the 
application, and inspection, in order that 
the policy may be issued without unnec- 
essary delay. When I receive this first 
policy my work begins in dead earnest. 

“We will say that my first policy- 
holder is John Doe. The day I receive 
his policy from the company I take it to 
his home—usually after supper. I an- 
nounce that I have come to deliver his 





ARE MORE APPEALING 


FINE INDUCEMENTS ARE SEEN 





Agents Find Monied Men Are Inter- 
ested in Some of the Life In- 
surance Propositions 





Life insurance as an_ investment 
proposition is making a greater appeal 
to the public especially as a number of 
companies are giving substantial guar- 
antees on proceeds left with them. 
Furthermore there is a: growing demand 
for annuities. Men with money to in- 
vest desire to play safe at least on a 
certain percentage of what they own. 
They realize that with the superior ad- 
vantage of life insurance companies in 
the investing field, any loss will be 
spread over the entire membership and 
hence will not fall heavily on any one 
person, 

Good Interest Guaranteed 


Some companies are now guarantee- 
ing 5 per cent on proceeds left with 
them. Therefore a man being able to 
receive that amount feels it is about as 
good as he can get. He will arrange for 
a retirement annuity or pension, long 
term endowment with monthly income 
option or something of that kind. 

Companies like the Sun Life of Mon- 
treal and Great West Life of Winnipeg 
are featuring their two year endowments 
or combination of single payment and 
annuity, 5% percent being guaranteed. 
This of course makes a very attractive 
proposition. Men who are well ac- 
quainted with financial affairs realize that 
life insurance companies have trained 
specialists in investments. Therefore, 
any investment with a life insurance 
company is a “sure shot.” There is no 
doubt as to the outcome. 


Individual Loss Not Heavy 


A man making his own investments 
may suffer a severe loss, because his 
judgment may be wrong. If the invest- 
ment official of a life insurance company 
or a finance committee finds that its 
judgment is wrong and there is a loss, 
it does not fall heavily on any one per- 
son. Annuities are gaining ground in 
popular favor where safety is required 
with a very substantial yield. 


policy, congratulating him because my 
company has seen fit to accept him asa 
risk. Upon entering the room if Mrs. 
Doe is not present, I inquire of her, and 
insist upon her listening to the explana- 
tion of the policy. 

“Within one week I will begin draw- 
ing dividends on the time spent with 
Mr. and Mrs. Doe. They are both con- 
vinced that I have a personal interest in 
their future, and quite naturally they will 
take a personal interest in mine. They 
understand their policy thoroughly. 
They understand its benefits and advan- 
tages whether Mr. Doe lives, or dies. 
They realize they possess knowledge 
their neighbors do not, and especially, 
wives, seldom know the name of the 
company with which their husbands 
carry imsurance. Mrs. Doe will talk te 
her neighbors about their insurance, as 
will also Mr. Doe. They will talk pro- 
tection—they will talk about a mans 
duty to his family—they will talk about 
me, and I can stop at that house on the 
average of once a month for the next 
two years, and each time receive pros- 
pects to whom Mr. and Mrs. Doe have 
sold insurance for me. I treat their 
neighbors in exactly the same manner 
l have treated them. Every time I sell 
a policy I make an agent of both the 
man and his wife, with the result that 1 
I sell ten policies I have 20 agents work- 
ing for me, and the only compensation 
they will ever receive is a portion of the 
service, which they have bought, have 
paid for, and are entitled to.” 
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EXPERIENCE VARIES ON 


WOMEN IN BUSINESS | 


MORAL HAZARD BIG DANGER | 


Companies Writing Accident and Health 
Coverage Report Variety of 
Success With Coverage 


Employed 
health risks have not the same rating 
with all compapies writing the line, nor 


will they ever have unless the experience | 


of some of the companies carrying them 
changes radically for the better, accord- 


ing to information currently available on | 


this subject. But although some com- 
panies have had excellent experience 
with the type of coverage they write, 
all companies that came within the in- 
quiry admit that the full coverage policy 
on women is not profitable. The most 
hberal of the companies is working on 
a policy now that will eliminate from | 
the scope of the indemnity the first 
week of illness. 
Danger of Moral Hazard 


Moral hazard is the element of dan- 
ger in the coverage, according to state- 
ments of experience. Malingering, espe- 
cially among married women who are 
employed in business or industry, is 
prevalent to a large extent. In the main 
the married woman who is employed 
does not need for her maintenance the 
money she earns, and she too often 
avails herself of the opportunity of a 
vacation at the expense of the company 
carrying her accident and health insur- 
ance. 

Unmarried employed women who live 
at home present the same problem, but 
in lesser degree, since the money they 
earn in the majority of cases goes in 
part to the family’s common budget. 

Companies Pay for Vacations 


In most instances the unmarried em- 
ployed woman who lives at home treats 
herself to a long convalescence from an 
injury or an illness which, if not cov- 
ered by insurance, would terminate 
earlier because of the insured’s neces- 
sity of returning to work and holding 
up her end as one of the family pro- 
viders. Such borderline cases are known 
by all companies to exist, but all admit 
the impossibility of confirming their 
suspicions of such cases in numbers 
large enough to affect the loss expe- 
rience for the better. 


Selection Against Company 


A company vice-president stated that 
m writing any employed women, selec- 
tion is against the company. “We do 
not get the facts,” he said; “know we 
do not get them, and know further that 
we can never get all the facts. Em- 
ployed married women are the worst 
risks. Among the unmarried, it is our 
experience that nurses are the verv 
worst risks. The reasons are exposure 
to disease and moral hazard. A nurse 
frequently works so hard on a difficult 
case that she is in need of a rest follow- 
ing it, but decidedly is not ill. The doc- 
tors or nurses who have been on the 
case with her, will, however, help her 
Prove an illness in consideration of the 
good work she has done, and the com- 
pany will pay for her rest.” 


No Rate Increase Planned 


One company reported that its expe- 
rience with the accident and health cov- 
erage for women so far this year has 
been exceptionally good, and for the 
Present no increase of rates is planned. 
Che rate may have to be raised if the 
Sood experience does not continue, but 
lor the present will remain stable. 

his company reports good experience 
on housewives, and writes for them a 
Wide open policy, but for smaller in- 
demnity than for women who are em- 
Ployed outside the home. 


women as accident an] | 


LIFE 


'MISSOURI STATE MAY 
BUY INTERNATIONAL 


(CONTINUED FROM PAGE 3) 


On Dec. 31, 
7,500 capital 


sales at $75 to $80 a share. 
| 1927, the company had $93 
{ and 


$1,430,729 surplus. The 37,500 
shares of outstanding stock are held by 
1,100 persons and firms. The largest 


single block of stock, 23,000 shares, is 
held by the International Company of 
St. Louis, a holding company. All of 
| the 2,000 shares of common stock of the 
| holding a are owned by Presi- 
j dent Roy C. Toombs and associates. In 
June, 1927, Mr. Toombs paid $3,100,000 
|for the holding company’s common 
| stock, which automatically gave him 
control of the International Life. In 
| addition Mr. Toombs is said to own 
personally 8,000 shares of life company 
stock, giving control of all but 7,500 
shares of its stock. 


Confirmed by Joint Statement 


| <A statement confirming the proposed 
| Inerger of the two companies and an- 
| nouncing the called meeting of the stock- 
holders of the International Life to con- 
| sider it was given out by Hillsman Tay- 
lor, president of the Missouri State Life: 
W. F. Grantges, first vice-president and 
general manager for the International 
Life, and Judge Charles G. Revelle, gen- 
eral counsel for the International Life. 
While the Missouri State Life merger 
proposition is the first to be formally 
submitted to the International Life avd 
probably will be accepted, having al- 
ready been approved by the boards of 
directors of both of the companies, it 
is known that other proposals will be 
submitted to the International Life 
meeting. It is understood that the Cen- 
tral States Life of St. Louis has made 
informal overtures for the acquisition of 
the International Life and may submit 
a formal offer at the meeting Aug. 13. 
Massey Wilson, who for 17 years was 
president of the International Life and 
now president of the Insurance Invest- 
ment Corporation of St. Louis, is ex- 
pected to submit an offer for an outright 
purchase of the company. It is said 
Mr. Wilson and associates are prepared 
to pay $4,000,000 or more for the com- 
pany. Other powerful financial interests 
are said to be interested in the Interna- 
tional Life and are expected to submit 
definite proposals at the coming meeting. 
Mr. Wilson during his term as presi- 
dent of the International Life built it 
up from a comparatively obscure small 
company to one of the largest in the 
central west. During his administration 
the International Life figured in a num- 
ber of mergers. Should his offer be ac- 
cented it is probable Mr. Wilson would 
again become president of the company. 
He now controls three other life com- 
panies, the Federal Reserve Life of Kan- 
sas City, Kan.: Farmers National Life 
of Chicago and Agricultural Life of Bay 
City, Mich. These companies combined 
have about $90,000,000 insurance in 
force, admitted assets of about $10,000,- 
000 and $1,250,000 capital and surplus. 


Identified With Standard 


Mr. Wilson sold his interests in the 
International Life several vears ago to 
interests formerly identified with the 
Standard Life of Decatur. Ill. which 
had been merged with the Inte rnational 
Life He was succeeded as president 
of the International Life bv J. R. Pais- 
lev, who had been president of the 
Standard Life. Mr. Paislev in turn was 
succeeded as president of the Interna- 
tional Life by Tudge W. K. Whitfield 
who had also been identified with the 
Stendard Life. 

In Tune, 1927, Rov ( 
dent of the Toombs & Daily Company, 
investment bankers of Chicago. and also 
head of a bank in Downers Grove. III. 
purchased control of the International 
Life by buving the International Com- 
panv of St. Louis, a holding concern 
which holds a maioritv of the outstand- 
ine capital stock of the life company. 

Some time after he secured control 


Toombs, presi- 





of the International Life Mr. Toombs 
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One of the largest and 
most successful Legal 
Reserve Life Insurance 
Companies of the Middle 
West has General Agency 
openings for the States 
of Pennsylvania and Ken- 
tucky. 
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Address replies to G33, 
Care The National Under- 
writer. 























The Unlived Years 


Through Life Insurance and only through Life 
Insurance can a man capitalize the unlived years 
of his life on the basis of his annual earning power. 
No business but Life Insurance can guarantee that 
annual earning power. 


This company is built with a corner-stone of 
integrity and a sincere wish to be of service to 
humanity. Friendly service and cooperation are 
given to the utmost. If you are interested in such 


a profession it will pay you to be friendly with the 


PEOPLES LIFE INSURANCE CO. 
“The Friendly Company” 
FRANKFORT . INDIANA 


Opportunities in Indiana, Illinois, Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 
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succeeded Judge Whitfield as president. 
On Oct. 5, 1927, President Toombs de- 
nied reports then in circulation that he 
had purchased the International Life 
merely for stock exploitation and would 
sell when he received the right price for 
his holdings. 
License Revoked in Idaho 


On August 6, D. C. Neifert, insur- 
ance commissioner at Boise, Idaho, is- 
sued an order revoking the permit of 
the International Life to do business in 
that state. Its license was revoked be- 
cause an examiner appointed by the 
Idaho department was pot permitted to 
take part in the convention examination 
of the St. Louis company. The officials 
of the company were instructed by the 
Missouri department not to permit the 
examiner sent by the Idaho department 
to take part in the examination because 
he was personally unacceptable to the 
Missouri department. At the close of 
1927 the International Life had 593 
policies for a total of $1,108,595 in force 
in Idaho. 


Why Objection Was Made 


When the Idaho examiner appeared 
in St. Louis in May to participate in 
the convention examinations of the In- 
ternational Life and the Continental 
Life he was informed that he would 
not be permitted to take part in the 
audit of either company. 

The Missouri department officials 
were not unwilling that Idaho take part 
in the examinations and had that state 
sent another examiner to St. Louis he 
would have been allowed to participate 
on the same basis as the eight states 
that did ‘take part. The basis for the 
personal objection to the particular ex- 
aminer sent by Idaho is said to have 
been the premature release of the de- 
tails of a prior examination of the Con- 
tinental Life. 

lt has been revealed that several days 
ago Harold Woodward, assistant man- 
ager of the investment department of 
the International Life, made an affidavit 
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for the insurance commissioners par- 
ticipating in the convention examination 
that on June 19 he turned over to Presi- 
dent Roy C. Toombs in Chicago $3,500,- 
000 in securities which have not been 
shown to the examiners to date. 

Mr. Woodward carried the securities 
to Chicago on instructions from Vice- 
President T. J. McReynolds, head of 
the investment department, and were to 
be used by Mr. Toombs in connection 
with a business transaction in which the 
company had been interested. This deal 
had not been consummated at the time 
the convention examiners requested to 
see the securities. It is said that as 
president and executive head of the 
company's finance committee, Mr. 
Toombs was authorized to handle se- 
curities for the company. 

Ordered Securities Returned 


It has also been learned that some 
time before the examiners discovered 
that the securities were not in the com- 
pany’s vaults in St. Louis the board of 
directors of the International had in- 
structed President Toombs to return the 
securities or their equivalent to St. 
Louis. 

Mr. Toombs had communicated to 
other officers that preliminary to con- 
cluding the deal, which involved the 
disposal of several parcels of real estate 
in St. Louis and elsewhere, some of the 
securities had been exchanged for first 
mortgages on other property and that 
it would be several days before these 
mortgages had been properly recorded 
and other formalities gone through. He 
assured them that when the details had 
been taken care of the securities be- 
longing to the company would be re- 
turned. ‘ 

President Toombs is expected to re- 
turn to St. Louis late this week to clear 
up the entire situation. He has stated 
that everything would be straightened 
out to the entire satisfaction of every- 
one concerned at the proper time. 

From a source believed to be _ in- 
formed it has been learned that the $3,- 








500,000 securities were all of gilt-edge 
type although bearing a low interest 
rate, mostly government bonds. Prior 
to the start of the convention examina- 
tion it is said these securities had re- 
placed others purchased through the 
Toombs & Daily Company of Chicago. 
President Toombs was very anxious 
that the company should obtain a good 
report from the examiners and deemed 
it best to avoid any possible criticism 
regarding the other securities bought 
through his Chicago concern. The new 
securities were of undoubted value and 
would be approved by any insurance de- 
partment. Later Mr. Toombs became 
interested in the realty transaction that 
would have cleared up all the realty 
holdings, first mortgages, etc., held by 
the company that were not so good as 
others included among its assets. A 
syndicate of foreign investors is said 
to have been interested in this transac- 
tion and Mr. Toombs is said to have 
revealed that when successfully consum- 
mated the deal would put the company 
in the best shape of its history. 


Inter-Southern’s July Record 


The agency force of the Inter-South- 
ern Life of Louisville set a notable rec- 
ord in July, known as Arnett month, in 
connection with President Arnett’s birth- 
day. A total of 2,747 applications, rep- 
resenting $8,511,593 of insurance, was 
turned in. July, generally a dull time on 
account of hot weather, was lifted by in- 
tensive effort to make it a peak month. 


Schweiger Made Agency Manager 


George B. Schweiger, who for the last 
18 months has been supervisor of the 
intermountain territory for the Montana 
Life, has been promoted to agency man- 
ager of the company. He will have 
supervision over the entire territory in 
which the company operates. During 
his incumbency as intermountain terri- 
tory supervisor, Mr. Schweiger demon 
strated his capacity for a larger position. 
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TRUST COMPANIES ARE 
KEEN AFTER BUSINESS 


FLOOD LIFE MEN WITH MAIL 





Underwriters Point Out That Bank 
Service Still Appeals Only to 
Few Policyholders 


Half a dozen heads of large Chicago 
life company offices said this week that 
they are being over-mailed by trust 
companies seeking life trust business 
and that indications are all for a yet 
heavier flood of mail as the life trust 
idea spreads. The men making the re- 
ports did so not complainingly but 
rather in the spirit that the trust men 
are over-zealous, in view of the amounts 
of ‘business available to them at any 
given time. 

One representative of a large eastern 
company whose office is regularly in 
contact and works cooperatively with a 
trust company said he weekly receives 
large handfuls of mail matter from 
other trust companies seeking the co- 
operation of his office. This matter 
varies from printed brochures through 
form letters to personal letters from the 
highest officers of the competing insti- 
tutions and details plans that are as 
varied as are the mailing pieces. 

Another life man said he believes that 
in view of the ignorance of life insur- 
ance trusts manifested by the majority 
of the insuring public the trust com- 
panies are some years ahead of the 
times. Although many of the largest 
buyers of life insurance are aware oi 
and use the values in the trust scheme, 
and although most life men have come 
to think of trusts when large cases are 
involved, the bulk of the insurance buy- 
ers not only are not aware of these but 
do not carry insurance in amounts suffi- 
cient to interest the trust companies. 
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THE 


WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 
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INSURANCE 


EDITION 


An Exceptional 


OPPORTUNITY 


for a 


HIGH GRADE MAN 


FOR A MAN who can qualify, an unusual opportunity 


presents itself at this time. An opening is available for 


a high grade man to represent a well known “old line” 
life insurance company as GENERAL AGENT for 


CHICAGO. 


CHICAGO with its diversified lines of business assures 
the aggressive life insurance man an active field at all 
times. The man who is equipped to take advantage ot 
the opportunities that are so apparent in Chicago has 
doubled his chances for success. 

THE MAN CHOSEN must have thorough experience in 
the selling of life insurance which demonstrates his abil 
ity and qualifications for the position. College men given 
preference. Age 30 to 45. State qualifications in first 
letter. 

\ddress: 
MT23—NATIONAL UNDERWRITER. 
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NORTHWESTERN 
NATIONAL NEWS 


=— 
This column contains 
condensed news items 
from the weekly news- 
per published for 


orthwestern National 
Life agents. 


116 Agents 
Qualify for 
Convention 


More Will Go to Detroit at Company 
Expense Than in ’27 

Exactly 116 Northwestern Nation- 

al agents will attend the 1928 Home 











Office-Great Lakes-Detroit Conven- 
tion August 24-28. 
Of this number, 32 have written 


and paid for sufficient business so 
their wives may accompany them at 
Company expense. 

Comparing this year’s “‘passenger 
list” with last year’s, there are 18 
more agents fully qualified this year, 
while 13 more than last year have 


written sufficient business to in- 
clude their wives’ passage. Of the 
116 agents, who will attend this 


year, ten agents, all of whom have 
been under contract less than a year, 
have qualified on a_ participating 
basis. This means that they will bear 
a portion of the expense, depending 
upon the amount of business they 
have written. 


Ford Heads 
Big Ten as 
Contest Ends 


North Dakotan Clinches Leadership, 
Piling Up Good Margin 


BIG TEN FOR 1928 
At Close of Contest 


C. D. Ford. ...A. W. Crary 
2. W. F. Engel. White & Odell 
3. H.W.Yerxa.White & Odell 
W. L. Kelly. White & Odell 
5. J. A. Norris..J. A. Norris 
3. L. M. Rutten. A. W. Crary 
D. R. Card. . White & Odell 
0. W. Veth. White & Odell 
Paul Goldade.A. W. Crary 
10. E.C.Henkel. White & Odell 

C. D. (“Denny”) Ford, star pro- 
ducer of the A. W. Crary agency 
and Company Honor Roll leader in 
1926 and 1927, led all other agents 
in the Big Ten contest for 1928 when 
the contest came to an end at the 
close of July. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
Minneapolis Minn. 

LIBERAL 





STRONG 


[CLAIM INTERNATIONAL 
WILL MEET DEMANDS 


(CONTINUED FROM PAGE 5) 


elected a committee with power to act, 
and to report to all eight commissioners 
when they reassemble in St. Louis Aug. 
10. They will remain in St. Louis until 
after the meeting of stockholders of the 
International Life, which has been 
called for Aug. 13. 


Situation Summarized 


“Briefly, the situation is as follows: 
The company is apparently short ap- 
proximately $3,500,000 in securities. To 
offset this, the company’s statement of 
Dec. 31, 1927, shows it then had: Capi- 
tal stock of $937,500; surplus of $1,450,- 
739.92; total, $2,368,239.92. 

“On Dec. 31, 1927, the company had 
$309,115,719 insurance in force. The 
value of this insurance and agency 
plant is estimated by the commissioners 
to be $4,000,000 if properly handled. The 
above capital, surplus, insurance in force 
and agency plant is estimated to repre- 
sent a value of $6,368,349.92 to take 
care of the loss from the $3,500,000 se- 
curities now missing. 

“The commissioners will reassemble 
on Aug. 10 to consider all offers for 
rehabilitation, reinsurance, etc., and be- 
lieve that the assets will prove ample to 
protect all policyholders, if responsible 
parties either rehabilitate or reinsure the 
International Life.” 


Statement from Grantges 


W. F. Grantges, first vice-president 
and general manager, said that: what- 
ever the outcome of the question con- 
cerning the $3,500,000 in securities al- 
leged to be missing, the policyholders 
and stockholders of the company would 
be fully protected, arrangements having 
been made for either refinancing, a 
merger with another company or rein- 
surance. 

“Insurance commissioners represent- 
ing eight states have been making an 
examination of this company for sev- 
eral weeks,” he said. “In the course of 
the examination it has appeared that 
certain securities are absent, and the 
officers of the company have been given 
until Aug. 10 to make good this seem- 
ing shortage in securities. 

“It has been explained by Mr. 
Toombs that the securities were being 
used in a deal in connection with the 
sale of certain assets of the company 
and that the securities or their equiva- 
lent would be forthcoming. 


Amount Not Certified 


“At that time the examiners will cer- 


tify to the commissioners the exact 
amount of securities missing, if any. 
The examiners have not yet certified 


the exact amount to me, and acting on 
orders of the commissioners who will 
receive the examiners’ report on Aug. 
10 and hear the officials of the company 
with respect to it, the officers can not 
make any formal statement. 

“In view of the existing condition, the 
Missouri State Life and the Central 
States Life, as well as other companies, 
will present merger or reinsurance 
agreements, and in case it is found that 
there is an ultimate shortage in the 
assets, the policyholders and the stock- 
holders will be fully protected. 

“It is necessary for any merger or 
insurance to go into effect, that a tri- 
bunal of three commissioners of insur- 
ance of different states look into the 
merger or reinsurance agreement, and 
certify that the rights of the policyhold- 
ers and stockholders are fully protected. 
There is absolutely no possibility of the 
policyholders or the stockholders losing 
anything on account of the reported 
condition of the company. The officers 
of the International Life believe that be- 
fore Aug. 10 the condition of the com- 
pany will be rectified to the entire sat- 
isfaction of the commissioners.” 

When interviewed in Chicago, Presi- 
dent Toombs denied that any securities 
of the company are missing, and 
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charged that other insurance interests 
have been trying to force him out of the 
insurance business because he _ has 
greatly increased the volume of business 
for the International Life since formally 
taking over its presidency last October. 

“But they will never get the Inter- 
national,’ he said. “They have been 
trying to force me out of the insurance 
business ever since I stepped into it 
two years ago. 

“If there is anything wrong with the 
finances of the company, the thing to 
have been done was for the examiners 
to have notified me, which is customary. 
But no such thing was done. They have 
reported in St. Louis I have been miss- 
ing for several weeks. I was there last 
Wednesday. 

Interests Well Protected 


“We have very capable vice-presi- 
dents and other officials in St. Louis in 
charge of the detail work of the Inter- 
national, and I have every reason to be- 
lieve that its affairs are being properly 
conducted, and despite many rumors 
which have come from sources unknown 
to me, I desire to reassure the policy- 
holders and the stockholders of the In- 
ternational Life, as well as all its agency 
forces, chat their interests are being well 
protected and preserved and that there 
is no ground for alarm or reason to give 
heed to any rumor which may come to 


them. 


$40,000,000 in Assets 


“The approximately $40,000,000 of gilt- 
edge approved assets of the company 
and its $300,000,000 of life insurance in 
force and its efficient and well organ- 
ized agency force are sufficient evidence 
of its strength and the progress it has 
made, and if any other evidence is 
needed it will be found in the fact that 
a number of other large and reputable 
companies are eagerly seeking to ac- 
quire the company by purchase or by a 
merger. Many such offers have been 
made, but the officers of the Interna- 
tional have always felt it their duty to 
reject them. 


Forced to Foreclose 


“Under the recent depression in land 
and real estate values in some parts of 
the country it is true that the Interna- 
tional, like some other good companies, 
has been forced to acquire by fore- 
closure some real estate. If, in the 
judgment of the insurance commission- 
ers of the states where the International 
is doing business, or any of them, such 
assets should not be allowable under the 
laws, then it will be an easy matter to 
meet such objections by converting the 
assets into cash or other securities which 
will be acceptable. 


Owns 30,000 Shares 


“T now own 30,000 of the 37,500 
shares of the company. I got into the 
insurance business through a man 
named D. O. McReynolds, who came 
to me in the fall of 1926 and asked me 
to arrange a loan of $4,500,000 for him 
on some lands. He confided to me that 
he intended to buy a life insurance com- 
panv with the money. 

“The lands weren't quite that valuable 


and I was to arrange a loan for him 
of only $3,650,000 from New York 
bankers. On that my commission was 


5 percent. or $185.000. The money was 
made available at St. Louis. but the deal 
fell through. As I was held responsible 
for the daily interest charges on the 
$3,650,000, and my $185,000 commission 
was at stake, I carried the deal through 
myself, and I have since paid off my 
indebtedness of $2.000,000, which T bor- 
rowed from the Central. Union Trust 
Company of New York. 

“Since T became president of the com- 
pany in October, the business has in- 
creased 50 percent a month. It was so 
good that others were trving to force 
me out of it. But TI refused to vield.” 

MeReynolds Deal Called Off 


The original deal for the sale of the 
International Life to Mr. McReynolds 
was called off even after the down pay- 
ment in cash had been deposited in a 
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St. Louis bank. It has. been learned 
that the then officers of the company 
at the last minute objected to some of 
the details of the proposed deal and 
when Mr. McReynolds was unable to 
meet their requirements on these points 
the deal fell through. Later Mr. Toombs 
requested the right to exercise the orig- 
inal option of purchase accorded to Mr. 
McReynolds and in June, 1927, he pur- 
chased control of the company through 
the International Company of St. Louis 
common stock on an entirely different 
basis that fully complied with the de- 
mands of the former owners. He paid 
$3,100,000 for control. 

John M. Atkinson, former general 
counsel for the life company and now a 
resident of Los Angeles, stated that the 
down payment by Mr. Toombs was 
$2,000,000 and the balance of $1,100,000 
was paid in cash Sept. 30, 1927, when 
all of the assets of the life company 
and its holding company and the man- 
agement of both were delivered to Mr. 
‘Toombs and his associates. 

Career 


President Toombs’ 


President Toombs has come _ into 
prominence in life insurance circles since 
he became head of the International Life, 
but is still very littlke known among in- 
surance men generally. He was born 41 
years ago in Winfield, Kan. At 15 he 
struck out for himself and worked as a 
railroad telegrapher, being one of the 
youngest operators in the country. Three 
vears later he became local loan corre- 
spondent for the P. H. Albright Invest- 
ment Company, which specialized in mid- 
western farm mortgages. One of the 
leading clients of his employer at that 
time was the Phoenix Mutual Life. This 
association first aroused his interest in 
life insurance and later he secured an 
agency contract, which he kept in force 
for a number of years. 

In 1914 he established himself in Chi- 
cago as an independent mortgage loan 


broker and life insurance agent. In 1915 
with J. R. Daily he formed the Toombs 
& Daily Company, mortgage loan in- 


vestment house. 


Community of Interests Seen 


A community of business interests is 
being established between the Federal 
Reserve Life and the Commonwealth 
Fire & Marine, both of Kansas City, Kan. 
A few weeks ago Massey Wilson, presi- 
dent of the Federal Reserve, was 
elected a vice-president of the Com- 
monwealth and last week F. L. Travis, 
president of the Commonwealth, was 
made executive vice-president of the 
Federal Reserve by the board of direc- 
tors. Just how far the business alliance 
may extend is unknown, and may not 
go farther than the election of these 
two officers to their respective posts. 
Colonel Travis formerly was superinten- 
dent of insurance of Kansas. 


Curtis Company’s Pension Plan 


The Curtis Publishing Company has 
announced the adoption of a pension 
and savings plan for its employes. The 
plan is very comprehensive and in addi- 
tion to the pensions, it provides coopera- 
tive thrift and stock purchase arrange- 
ments for the benefit of the 5,000 em- 


ploves. The pension and _ thrift funds 
will be handled by the Sun Life of 
Canada. 


Exchange of Stock Progressing Rapidly 
e “se 

Officials of the Pacific Mutual Life 
state that exchange of the new $10 par 
value shares of the company’s stock for 
the old $100 par value stock under the 
ten-for-one split-up recently approved. 
is progressing rapidly and it is believed 
the entire 40,000 shares of the old stock 
will probably be replaced by) the 400,000 
new shares within the next 90 days. It 
was announced several weeks ago by 
President George I. Cochran that the 
split-up was to enable the employes 0! 
the company to participate in ownership 
of the stock, which has heretofore been 
prohibitive at its higher par value and 


| market price. 
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FRANK H. DAVIS GOES | 
WITH PENN MUTUAL 


(CONTINUED FROM PAGE 3) 
Chicago with the Alexander E. Patter- 
son agency, and Mr. Davis will be in 
charge of the combination. Our other 
two agencies in Chicago, those of 
Stumes & Loeb and W. A. Alexander 
& Co., which are producing excellent 
results, will, of course, continue to op- 
erate independently, as heretofore. 

“Alexander E, Patterson, who will be 
succeeded by Mr. Davis, has made a 
brilliant record with the Penn Mutual. 
During his short tenure with the com- 
pany he has doubled the production of 
the agency and multiplied its full time 
manpower fourfold. We have therefore 
selected him for a very important Penn 
Mutual post, concerning which we will 
make announcement later. 

“The ‘American Magazine’ has said 
that the career of Frank H. Davis is the 
most unusual of any life insurance ca- 
reer they have known about. Still a 
comparatively young man in his forties, 
and in the prime of health and capacity, 
he now will undertake to build one of 
the greatest life insurance agencies in 
America for the Penn Mutual in the 
city of Chicago, where his organizing 
genius constructed an agency machine 
that is producing for the Equitable at 
the rate of $100,000,000 per year. Hav- 
ing headed the entire agency system of 
the Equitable for several years, going 
direct from the field to the home office, 


he now returns to the field from the 
home office with a maturer and more 
extensive agency experience than any 


man in America. 
Davis Unit System Praised 


“I have long been an enthusiastic ad- 
mirer of Frank H. Davis. A few years 
ago I said in an article I wrote on 
agency building that in my judgment 
the Davis unit system of recruiting and 
supervision was the most constructive 
contribution to life insurance organiza- 
tion made in our generation. 

“We are in the midst of a manpower 
expansion program in the Penn Mutual, 
and we believe that this can best be ac- 
complished by having general agents of 
extraordinary organizing ability, men 
who are leaders of rare capacity. Mr. 
Davis measures up, as completely as 
any man in America, to the type that 
constitutes our ideal of what a Penn 
Mutual general agent should be.” 

Mr. Davis said of his appointment: 
“I consider myself extremely fortunate 
in becoming associated with the Penn 
Mutual Life as a general agent in Chi- 
cago; first, because of the company’s 
long and distinguished record of serv- 
ice; second, because of the opportunity 
to serve under leaders such as President 
William A. Law, who has a thoroughly 
sympathetic understanding of the prob- 
ems involved in agency organization 
and administration, and Vice-President 
Hugh D. Hart, a man of highly success- 
lul experience in the field, whose vision 
and energy, fully supported by Presi- 
dent Law, guarantee the carrying out 
ot the Penn Mutual’s extensive agency 
development program. 

“LT leave my friends in the Equitable 
with reluctance and keen regret. How- 
ever, I indulge the hope that these 
'rendships may be continued and, if 
possible, strengthened in our common 
‘tort to serve the great institution of 
life insurance.” 

Reputation, Prestige, Outstanding 


at Davis’ reputation and prestige in 
» © lite insurance world justify all that 
President Law and Vice-President Hart 
‘ay of him in their announcements, for 
he IS a figure of national note as an 
‘gency organizer and an inspirer of in- 
dividual production. His early life was 
in Hastings. la. : 

During the next few years, Mr. Davis 
was trying this and that and the other 
“ccupation in an endeavor to find him- 
self, Which meant finding a life vocation 
into which he could pour all of his dy- 


He taught school, he sold school sup- 
plies, he was a county clerk. And then 
during this probationary period his at- 
tention was turned to life insurance 
through a sales interview with a life in- 
surance agent. He made up his mind 
to enter life insurance, and he became 
connected with the Reliance Life. He 
quickly rose to the top in that organi- 
zation. 

Then came the vision of larger things, 
for which a larger field, a national field, 
was necessary. He communicated with 
several companies, among them _ the 
Equitable of New York. All but the 
Equitable listened to his overtures and 
expressed a desire to engage him. The 
Equitable did not, so he went to New 
York to tackle the Equitable agency 
head. When asked what kind of a posi- 


the hardest one they had. And where 
would he like to go? Instantly he re- 
sponded, “Anywhere.” He was sent to 
St. Paul, where the company’s business 
was then in an unsatisfactory condition. 
In a short time he had transformed the 
situation and built an agency that was 
a delight to the home office. This led 
to his transfer to Chicago, where, as 
Mr. Hart has said, he put together an 
agency organization for the 
that is producing $100,000,000 a year 
Called to Home Office 


A man whose ability had been so thor- 
oughly demonstrated was naturally de- 
stined for still greater responsibilities 
and for his company’s supreme agency 
opportunity, so in 1919 he was made su- 
perintendent of agencies, and in the fol- 
lowing June he was elected a second 
vice-president. This was only 12 years 
from the time he started out as a green 
salesman. 

Mr. Davis’ record as the head of the 
Equitable’s agency department is known 
to all. Production has increased to gi- 
gantic figures and agency morale and 
esprit de corps have been generated to 
so fine a degree that the field organiza- 
tion works as a unit. A few months ago 
Mr. Davis retired from his high posi- 
tion, his arduous duties having tempo- 
rarily impaired. his health. He now is 
again in the pink of condition, and is 
looking forward avidly to duplicating 
for the Penn Mutual in Chicago his 
great earlier achievement. 

Is Called “Man-Builder” 

Mr. Davis—so say all who have had 
intimate contacts with him—possesses 
the invaluable faculty, highly developed, 
ot inspiring individual agents with confi- 
dence in themselves. He is a man- 
builder and finds joy in that kind of 
work. Records must be made, of 
course, but to make blossom in a man 
courage, mentality, ideals, and to banish 
despondency, Mr. Davis ranks as a task 
whose fruits are more enduring in in- 
trinsic worth than records of production 
that fill the eye and cause acclaim. As 
a convention spellbinder, Mr. Davis has 
few equals, and it is seldom that he fails 
at the close of an address to bring an 
audience to its feet enthusiastically ap- 
plauding. 

On Thursday evening this week about 
50 people, including the entire agency 
and clerical staff of the Alexander E. 
Patterson agency, were guests of the 
Penn Mutual at a dinner in Chicago. 
Hugh D. Hart presided. Frank H. 
Davis, Mr. Patterson and other field 
officials of the company attended. 


BENJAMIN DANSARD HAD 
$4,510,000 OF INSURANCE 
(CONTINUED FROM PAGE 3) 
$1,000; Maccabees, $2,000; Massachu- 
setts Mutual, $250,000; Missouri State, 
$250,000; Mutual Life of New York, 
$35,000; National Life of Vermont, 
$200,000; New England Mutual, $300,- 
000; New York Life, $50,000; North- 
western Mutual, $200,000: Penn Mutual, 
$203,000; Phoenix Mutual, $200,000; 


tion he wanted he replied that he wanted | 
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Provident Mutual, $200,000; Prudential, 
$403,000; State Mutual, $150,000; Sun | 
Life, $250,000; Travelers, $35,000; United | 
States War Risk Insurance, $10,000; 





Namic e <a a 
amic energy and use all of his ability. 


Union Central, $250,000. Total $4,510,000. 























THIS 
Disability 
Clause 
Respects 
Specialization 


Farag could hardly change his spots with more 


pain than is caused the professional man who has 


to change his vocation and tries to maintain the income 
which has resulted from his highly specialized training. 


To provide for such contingencies, The Guardian 


has developed its Professional Disability Provision for 


men in certain specialized lines. 


This clause is effective 


in the event of permanent incapacity for the specific 


profession, rather than for any 


We suggest that you 


“gainful occupation.” 


write us full 


particulars, with a view to ascertaining 
your qualifications to buy or sell such 
progressive features in life insurance. 


THE GUARDIAN LIFE INSURANCE COMPANY 


of AMERICA 


“The Company that Guards and Serves” 


50 UNION SQUARE 


NEW YORK CITY 

















PROGRESS SERIES 


A Term Policy for every need 
that a Term Policy will supply! 


The recent reduction in our Term rates has had a 
splendid reception by our Field Force. 


Five Year Term—Convertible within 4 years 


Ten Year Term—Renewable or convertible within 


8 years 


Fifteen Year Term—Convertible within 10 years 
Twenty Year Term—Convertible within 15 years 


A live company with an excellent line of policies 
and low guaranteed rates backed by a large capital 


and surplus. 





THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS. President 


Correspondence welcomed by Agency 


Department 
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If Life Insurance Were Annihilated, What ? 


Wuat would happen if life insurance 
were abolished? This question was sent 
to THe NATIONAL UNDERWRITER the other 
day by a business man. He wanted to 
gather some material and asked what 
would happen if the $87,000,000,000 life 
insurance in force were suddenly to be 
This inquiry was given to 
editors of THe NATIONAL 

He gave his impression 


eliminated. 
one of the 
UNDERWRITER. 
succinctly written as follows: 

“In figures, the public would cease 
paying over $25,000,000 
per year in premiums. The companies 
would cease returning payments to the 
public of about $1,500,000,000 and near- 
ly $15,000,000,000 would be withdrawn 
from the investment field in its present 
form and would have to be reinvested 
in other ways. 

“The three 
be: 


something 


principal results would 


first, the $100,000,000,000 (the in- 
surance in force) which the companies 
have agreed to return to the public to 
cover carefully specified needs by the 
death of breadwinners would not be paid. 
This would result in a lower standard 
of living for hundreds of thousands of 
of whom would have to 
and 

There 


families, most 
helped by 
become public 
be a heavy iscrease in taxes to main- 
tain the additional institutions required. 


be relatives friends or 


charges. would 


Relatives and even friends of the af- 
flicted families would have extra bur- 
dens put upon them, which in many 


instances they could not carry without 
reducing their own standard of living. 
In the families themselves. children 
would go without higher education. 
Widows whose time should be given to 
the rearing of their families would be 


obliged to go to work, many of them 


in menial positions. Some _ businesses 
would fail because of the lack of life 
insurance on their executives. 


“Second, there would be a rapid ac- 
celeration in indulgence in luxuries, the 
purchase of which would be made pos- 
sible by the discontinuance of payments 
of $2,500,000,000 annually now set aside 
in the form of premiums. The building 
and loan associations and bond brokers, 
home builders, etc.,swould lose business 
because of the withdrawal of the edu- 
cative force for thrift by the army of 
life insurance salesmen not only 
sell their own commodity but educate 
the public in the principles and ideas 
of thrift. The impulse for saving and 


who 


accumulation would in part give way 
before the greater force making for ever 
increasing luxury in living. Life in- 


surance men not only induce the public 
to buy life insurance. They direct the 
attention of the public to the need for 
protection to other forms than life in- 
as well as life insurance pro- 
tection itself. 

“Third, it is fair to assume that much 
of the reserve of life insurance, now 
nearly $15,000,000,000 would go the way 
of the current premiums and be used 
up in a more luxurious form of living, 
thus taking much of this fund out of the 
investment field, have a 
dire effect on the stable 
the country, the nation’s reserve of capi- 
tal, which is building railroads, making 
financing the 
homes, factories, 
The general 


surance 


which would 


investments of 


utilities possible, 


building 


public 
government, 
office buildings, hotels, etc. 
effect would undoubtedly be a weakening 
of the social and economic structure of 
the country to a vast degree.” 


Obligation to the Business 


A GENERAL agent remarked the other 
day that life insurance men in competi- 
tion sometimes forget that they owe a 
greater obligation to the life insurance 
institution than they to com- 
pany. Very frequently 
men feel that it is necessary to spend 
most of their time in selling their com- 
Their 


own company is stressed to the high- 


do any 


life insurance 


pany rather than life insuranc?. 


est point and the scheme of life insur- 


ance seems to be lost sight of alto- 
gether. 
Legal reserve life insurance i; a sci- 


entific institution worked out with the 


utmost accuracy and built on the mor- 
tality the human race. 
Without exaggeration it can be called 
the most secure human institution. Life 
insurance is marketed through different 
mediums called Some of 
these mediums are preferable to others. 
Each has a distinctive personality. One 
must not overlook the medium because 
In almost all 
cases it can be said, however, that every 
obligation 


experience of 


companies. 


of service and stability. 


legal life insurance 
will be paid. There have been mighty 
few cases where policyholders have ever 
lost any money. 


reserve 
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William S. Taylor, vice-president and 
general counsel of the Empire Life & 
Accident, died at Indianapolis last week. 
Mr. Taylor was 76 years old. He was 
declared governor of Kentucky as a Re- 
publican in 1899. Soon after his elec- 
tion it was declared illegal, and William 
S. Goebel was declared the legally 
elected governor by the Kentucky legis- 
lature. Mr. Goebel was mysteriously 
assassinated in 1900 and Mr. Taylor was 
indicted on a conspiracy charge. He 
fled to Indianapolis, where he has re- 
mained ever since. All efforts to have 
Mr. Taylor extradited from Indiana 
failed because the Indiana governor 
contended Mr. Taylor would not receive 
a fair trial. Mr. Taylor was finally par- 
doned by Governor Willson in 1909. 

Harry Siegal, home office agency pro- 
ducer for the International Life of St. 
Louis, has had a remarkable history. 
His father was a wealthy land owner in 
Russia, but upon his death in 1897 the 
estate was confiscated. Mr. Siegal, who 
was 29 years old at the time, came to 
America and settled with relatives at St. 
Louis. After successfully working as a 
house-to-house salesman, managing a 
newspaper delivery route, he began to 
manufacture ladies’ clothing. His busi- 
ness suffered in the panic of 1907, so in 
that year he joined the Prudential as an 
industrial agent. Later he was with the 
Bankers’ Life of Nebraska and in 1919 
he joined the home office agency of the 
International Life. Mr. Siegal is a good 
producer, accounting for over $400,000 
of paid-for business annually. 

Miss Eleanor Stevens, daughter of 
President R. W. Stevens of the Illinois 
Life and Mrs. Stevens, will be married 
at the Stevens home, “The Meadows,” 
on Green Bay road, in Highland Park, 
Ill., Sept. 8, to George Champion 3rd of 
New York, son of Mrs. George Cham- 
pion, Jr. of San Diego, Cal. Miss 
Stevens is one of the most popular 
young society women of the north shore. 
She is a graduate of Smith College. The 
young couple will make their home in 
New York City. 

John P. Davies, who resigned as 
assistant superintendent of agencies of 
Northwestern Mutual Life Aug. 1, was 
presented with a gold watch and chain 
by the junior officers of the company, 
as a remembrance of the vears he spent 
at the home office with them. Mr. 
Davies has not vet announced his future 
plans, but an announcement will be 
made shortly. 

William Thornton, traveling ordinary 
instructor of the Life Insurance Com- 
pany of Virginia, was operated on last 
Tuesday for appendicitis. He is in the 
Johnston-Willis hospital in Richmond. 
He seems to be progressing nicely. Mr. 
Thornton has contributed much to in- 
surance papers in days gone by. 


A. A. Drew of Chicago, general agent 
of the Mutual Benefit Life. was married 
Thursday of this week to Mrs. Eben E. 
MacLeod, at the Evanston hotel, in 
Evanston, Ill... bv Horace J. Bridges, lec- 
turer of the Chicago Ethical Society. 
Mr. Drew and the late Mr. MacLeod 
were close friends for 27 vears. Mr. 
MacLeod was formerly chairman of the 
Western Passenger Association. He 
died some years ago. Mr. and Mrs. 
Drew left immediately on an automobile 
trip through the east, including New 
England. They will return to Chicago 
about Oct. 1, and will reside at Mr. 
Drew’s home at 1809 Asbury avenue, in 
Evanston. Mrs. MacLeod has made her 
home in California for a vear or so. She 
is a woman of choice quality. 


W. F. Grantges, vice-president and 
general manager of the International 
Life, was given considerable publicity 
recently by a St. Louis newspaper. Mr. 








Grantges’ rise to prominence was fea- 
tured due to the fact that he never asked 
for a job or a raise in pay, but now 
manages an insurance company. Mr. 
Grantges started as a bookkeeper in a 
bank at Macon, Mo. Later he was asked 
to go to St. Louis to accept a position 
as cashier and bookkeeper in the newh 
organized International Life. Now at 
the age of 39 Mr. Grantges has risen to 
the managing head of the organization 

W. L. T. Rogerson, first vice president 
of the Life Insurance Company of Vir- 
ginia, will complete 40 years of active 


and continuous service with the com- 
pany Sept. 6. He started out with it as 
a youngster in Petersburg, his home 


town, selling industrial insurance, and 
now enjoys the distinction of being the 
oldest employe or official of the com- 
pany in point of service. For some 
vears he was state supervisor for Louis- 
iana, In 1902 he became secretary, fill- 
ing this position for eight years. Ther 
he was elected second vice-president. A 
few years ago he became first vice-presi- 
dent. Despite his long period of service, 
he is still going strong and expects to 
be on the job for a good many more 
vears, . 
President J. B, Reynolds of the Kan- 
sas City Life is greatly improved from 
a serious indisposition which kept hin 
from the home office for the past week. 


John P. Lally, assistant actuary of 
the Home Life of Philadelphia, has 
rounded out 20 years of service with the 
institution. He was presented with the 
gold emblem issued by the company for 
two decades of continuous work. Hi 
was also given a desk set by his fellows 
in the executive offices. Mr. Lally is a 
son of former General Manager Matthew 
P. Lally. He entered the service of the 
Home Life of Philadelphia as cashier at 
Wilmington, Del., in 1908. When th 
executive offices were established i 
Philadelphia, Mr. Lally was transferred 
to the actuarial department. He was ap 
pointed assistant actuary in 1925, Georg 
A. Huggins being the actuary. 


George H. Collett, well-known lif 
surance man, died at his home in Littk 
Compton, R. I.. Saturday. He was it 
his 53rd vear. Mr. Collett had resigned 
last March as general agent at Provi- 
dence for the State Mutual Life. Later 
he suffered a nervous breakdown, f: 
which he was recovering when he r 
cently contracted diphtheria. Mr. Col 
lett entered the insurance business 
1908, becoming general agent for t! 
State Mutual in 1912. He was the father 
of Glenna Collett, well-known woma 
golfer. 

Mr. Collett himself attained consider 
able prominence as a cyclist, at one tim 
winning the international cycling char 
pionship in Paris. He was for fou 
years physical instructor at Yale Um 
versity. He was also a member of th 
national championship bowling team 


L. L. Cassidy, assistant treasurer 





the Bankers Life of Towa, was marrit 
in Sioux City. Ia., last week to Mrs 
Jessie L. Griffith. The bridegroom 


73 and the bride 71. They were chil 
hood sweethearts. having lived next door 
to each other in Winterset, Ia. 

Orman H. Gabel, district manager fo 
the Illinois Life at Joliet, Ill., died la* 
week in his home there, at the e ol 
50. He had been stricken a few ho 
prior as he was returning to his office. 
He had resided in Joliet 20 years am 
had been manager of the agency 
years. 


hours 


Henry J. Powell, manager of the Equ 
table Life of New York in Louisvill 
and his family are reported in Paris. hav- 
ing been in Europe for several mont!s 
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SUN LIFE CINCINNATI OFFICE 


New Agency Is Opened in Ohio City 
With Seth C. H. Taylor in Charge 
as Manager 


The Sun Life of Canada has just 
opened an office in Cincinnati. It is 
under the management of Seth C. H. 
Taylor. He was introduced to the life 
insurance fraternity by H. M. Moore, 
Sun Life manager at Columbus, O., who 
has formerly had charge of the Cincin- 
nati territory. One of Mr. Taylor’s first 
acts was to join the local life underwrit- 
ers association. His offices are in the 
new Chamber of Commerce building. 

Mr. Taylor, a native of Nebraska, was 
agency supervisor for the Western 
Union Life and joined forces with the 
Sun when the latter took over the busi- 
ness of the Western Union early in 
1928, 





Dr. Garrett H. Delp 


The Bankers Life of Des Moines an- 
nounces the appointment of Dr. Garrett 
H. Delp as agency supervisor for the 
Alexander Stuart agency at Richmond, 
Va.. whose territory covers the entire 
state. Dr. Delp, a dental surgeon by 
profession, has been associated with this 
agency for the past year. In this period 
he paid for $100,000 of business without 
any previous experience in life insurance 
work. He is giving up his dental pro- 
fession to devote himself to life insur- 
ance work. 


R. W. Crawford 


Ray W. Crawford, former general 
agent for the Connecticut Mutual Life 
1 San Francisco and for several years 
with the Travelers, has been appointed 
assistant manager to O. O. Orr of the 
Prudential in charge of the ordinary de- 
partment in northern California. 


W. O. Dutton 


The Associated Life of Los Angeles 
has appointed W. O. Dutton manager 
of its San Francisco branch office. Mr. 
Dutton was connected with the Missouri 
State Life for a number of years, first as 
amember of its home office staff in the 
accounting department and later in the 
field, having been for some time Pacific 
Coast supervisor and subsequently man- 
ager of the Los Angeles branch office, 
which position he resigned a few years 
igo. He was also with the Great Repub- 
lic Life for a year or more as agency 
supervisor in its California field. 


J. H. Wilson 


J. H. Wilson has been appointed man- 
ager of the Provident Life & Accident 
t Chattanooga for life and commercial 
accident and health business in Minne- 
sota and North Dakota. His headquar- 


ters are in Minneapolis. At one time 
he was in the banking business in Gar- 
ison and Emmettsburg, Ia. Then he 


went with the Bankers Life of Des 
Moines at Mason City, Ia. where he 
wlt up a business of $3,000,000. Will 

Holman and Max Barker, who were 
issociated with Mr. Wilson at Mason 


City, have joined his agency. 





ie Lipscomb, Jr. 


James H, Lipscomb, Jr., has been ap- 
Pointed manager of the life, accident and 
Sroup departments in the Jacksonville 
ranch office of the Travelers. Begin- 
ung work in Atlanta, Mr. Lipscomb was 
Tansterred to Jacksonville as field as- 
“stant In 1925 and promoted to assistant 
Nanager Feb. 1 of this year. 


Roy A. Johnson 
_ Roy \. Johnson, who was formerly 
K, " the Mutual Life of New York in 
oansas, later general agent for the Bank 
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JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 
We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 
KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 


Greatest Illinois Company 
1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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the home office agency department of 
the Kansas City Life as traveling super- 
visor. At present, Mr. Johnson is spend- 
ing his time in Kentucky pending the 
appointment of a successor to State 
Manager Chisholm, who recently re- 
signed. 





Cleve M. Straight 


Cleve M. Straight has become district 
manager of the Missouri State Life at 
Ames, Ia. He was engaged in under- 
taking in Montana and later entered the 
ranks of the Northwestern National Life 
as agent in Montana.’ He went to Ames 
about four years ago. 


O. G. Andresen 


©. G. Andresen has been named as 
state manager for Iowa of the Monarch 
Life and Monarch Accident of Spring- 
field, Mass., which have recently trans- 
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ferred their state office from Des Moines 
to Cedar Rapids. 


R. Hevron 


The Central States Life of St. Louis 
has appointed R. Hevron general agent 
at Fort Smith, Ark., with offices at 530 
Merchants National Bank building. 


Life Agency Notes 


Mrs. Clara Koonce of Dallas, Tex., has 
been appointed special agent of the Man- 
hattan Life. Walter G. Brasher is state 
manager. 

A. W. Hedrick of Princeton, Ill, has 
taken over the district agency in Bureau 
county for the Penn Mutual. He suc- 
ceeds Norman Weeks, who has taken 
the Kewanee office. 

Otis E. Logan, general agent for Indi- 
ana of the Provident Mutual Life, has 
announced the appointment of William 
A, Claybaugh as special agent. Mr. Clay- 
baugh will be on the staff of the Indiana 
agency with headquarters in Indianapo- 
lis. 








EASTERN STATES ACTIVITIES 














COLUMBUS AGENCY’S RECORD 
Manager H.* A. Chipman of Equitable 
Life Has Built Up Notable 
Organization 





When H. A. Chipman, manager of the 
Columbus, O., agency of the Equitable 
Life of New York, returned from his va- 
cation a few days ago, he found that 
during his absence the members of his 
agency ‘had staged a special 20-day cam- 
paign in which $1,220,000 of business 
was produced, $1,110,000 of which was 
secured on binder. 

Mr. Chipman was transferred to 
Columbus four and one-half years ago 
from St. Paul, where he was assistant 
agency manager and has almost single 
handed built up an agency from a $1,000,- 





000 basis that in its fourth year paid for 
$9,188,000. 

As evidence 
made by Mr. 


of the unusual record 
Chipman’s agency the 
home office has for three successive 
years presented him with the Central 
Association banner which is awarded to 
the agency showing the greatest percent- 
age of increase of all agencies in the 
central states. The Columbus agency 
has also won the company’s award for 
developing the largest percentage of 
agency club members of any Equitable 
agency in the United States. 


RHODE ISLAND SCHOOL 
SMASHES TWO RECORDS 


_The training course held at Brown 
University, Providence, under the aus- 
pices of the Rhode Island life underwrit- 





Pennsylvania 


sold. 


Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced 
January 1, 1927 the average premium 
per policy has been increased owing to 
a larger average policy. 


The new dividend scale, 
January |, 1928, shows on the average 
a greately reduced cost to the policy- 
holder, which should enable the Provi- 
dent agent still further to increase his 
production and the size of the policy 


Founded 1865 


in effect 








ers, broke two records for schools of 
this character. The class, which was 
composed of 90 agents, representing 
every company in Providence save one, 
produced in eight weeks $4,539,676. The 
best previous mark, made by a New 
York University class in 1926, was $4,- 
200.000. The second record was broken 
when 31 men in the class produced an 
application each week consecutively. The 
Rhode Island class was the 20th to be 
taught by Ralph G. Engelman, who is 
also general agent for the Penn Mutual 
in New York, and he reports it the best 
all-round group he ever worked with. 

Vincent B. Coffin, director of the 
course, concluded his university work 
with the graduation of the Rhode Island 


class. Mr. Coffin is now at work in 
Philadelphia, where he is director otf 
education for the Penn Mutual. Dr. 


Robert Retzer of Baltimore, who suc- 
ceeds Mr. Coffin in the fall at New York 
University, made his debut as a teacher 
with the Rhode Island school and left an 
excellent impression there. 


Woods Agency’s Record Month 


The month just ended was a record 
July in the history of the Edward A. 
Woods Company, general agent of the 
Equitable Life of New York at Pitts- 
burgh. Life insurance written totalled 
1,099 applications for $4,867,729. 


Can’t Plead Limitations 


An insurance company cannot suc- 
cessfully assert the statute of limitation 
as a bar to recovery by a beneficiary, 
where the insured is presumed by seven 
years’ absence to be dead, as long as 
it shows by its conduct that it acknowl- 
edges liability during the period the 
statute is running. This is the effect of 
a decision of the Connecticut Supreme 
Court, holding that Mrs. Elizabeth Pot- 
ter Booth of Waterbury is entitled to 
recover $2,325 and costs from the Pru- 
dential. 

On Dec. 24, 1924, Mrs. Booth’s law- 
yer made demand for the insurance and 
the insurance company replied that 
when proof of death was furnished it 
would pay the insurance. On. Feb. 4, 
1925, the proof was furnished but the 
company refused to pay on the ground 
that the proof was insufficient. It then 
repeated the condition and carried on a 
correspondence for two years with her 


lawyer until she brought suit. During 
the period, the court found, the insur- 
ance company never repudiated its lia- 
bility and never expressed its purpose 
to avail itself of the statute of limita- 
tions. 


Writes Million, Refuses Publicity 


A phenomenon practically unknown in 
big business has been discovered by 
R. H. Keffer, general agent for the 
Aetna Life at 100 William street, New 
York City. 

In a recent letter to the home office, 
Mr. Keffer calls attention to the achieve- 
ment of one of the “Aetna-izers” con- 
nected with his office, who “paid for 
$1,560,000 of life insurance during the 
months May and June.” 

This amount, according to Mr. Keffer, 
was written as this agent’s contribution 
to the success of the K. A. Luther testi- 
monial campaign, which was conducted 
by the general agents of the company 
in honor of Vice-President Luther's 
thirtieth anniversary as an “Aetna-izer.” 

The strange feature is that the agent 
in question refuses absolutely to allow 
his name to be mentioned in connection 
with his accomplishment. 


Honor 20-Year Aniversaries 


Elias Jenkins, senior member of the 
Royal Union Life agency of Jenkins & 
McFarland, Youngstown, O., is just com- 
pleting 20 years service with the com- 
pany, as is Miss Pearl Newhouse, assist- 
ant cashier of the Canton branch of the 
Ohio agency. 

In honor of this event the Ohio agents 
of the company are dedicating August 
activities to them. It will culminate on 
Aug. 31 in a state conference of agents 
at Canton. Plans are under way for 
making this the outstanding event in the 
history of the Royal Union activities in 
that state. 


Rochester Sales Show Decrease 


The volume of ordinary life insurance 
paid for in the Rochester, N. Y., dis- 
trict in June amounted to $5,058,421, a 
20.8 percent decline from the June, 1927, 
level and a 2.2 percent drop compared 
with sales in May. 

Of the 27 offices reporting this data 
to the Chamber of Commerce statistical 
bureau, 16 decreased and 11 increased 
as compared with June, 1927, sales. 
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Commercial Life of Springfield, Ill., Has 
Been Waiting Following Opinion 
of Attorney General 

The Commercial Life of Springfield, 
Ill., has not been writing any business 
this year owing to the opinion af the 
attorney-general regarding some limita- 
tions he finds in the act under which 
the company was organized, It was in- 
corporated under the assessment act and 
was originally known as the Royal Mu- 
tual Life, being located in Chicago. The 
latter part of last year the present man- 
agement secured the company and 
changed its name to the Commercial 
Life with the headquarters at Spring- 
field. Its intention is to write insurance 
on the monthly plan, making collections 
by mail and not by agents. At the end 
of the year it had $447,000 in force. The 
main factor in the company is M. Ku- 
ciemba, who is president. He has been 
in the business for a number of years. 
S. K. Grant, vice-president and treas- 
urer, has also been in the life insurance 
business. D. D. Wallace, secretary, is 
an old-time life insurance man. The plan 
is to write insurance between ages 10 
and 45 years with a maximum limit of 
$1,000. 


Found Guilty of Rebating 


The insurance department of Iowa has 











revoked and cancelled the agent’s license 








TO WRITE ON MONTHLY PLAN | issued to George P. Reeves, Sheldon, Ia. 


The decision is based upon competent 
evidence to the effect that Mr. Reeves 
had violated the rulings of the depart- 
ment with reference to twisting, and the 
statutes of the state with reference to 
discrimination and rebating. At a hear- 
ing Mr. Reeves frankly admitted that he 
was guilty of having violated the rulings 
and the laws of Iowa. Mr. Reeves rep- 
resented the Mutual Life of New York. 


Brand Visits Home Office 


Enoch J. Brand, general agent of the 
Lincoln National Life in Chicago, vis- 
ited the home office of the company at 
Fort Wayne, Ind., last week accompa- 
nied by John W. Wheatley and Nor- 
man Nicol of the agency staff. The 
group was in conference with company 
officials about half the week. 


Farewell for Connor 
Mr. and Mrs. H. A. Anderson of Mo- 


line, Ill., entertained last week at the 
country club there as a farewell for Mr 
and Mrs. C. A. Connor of Davenport 


Ia.. who will leave soon to make their 
home in Kansas City. Mr. Anderson 
and Mr. Connor have been business 45 
sociates for the past three years as gen- 
eral agents for the Provident Mutual 


Life. Mr. Connor has been appointet 
manager of that company in Kansas 
City. 


There were more than 40 guests pres- 
ent, including the agents of the compan) 
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and their wives. Mr. Connor was pre- 
sented with a handsome wrist watch as 
a farewell gift from his associates and 
guests. 


Opens Davenport Office 

The New York Life has opened a} 

Davenport, la., office at 323 Union Sav- 

ings Bank building, with Charles Ses- 

sions and Wilbur Spencer in charge. 

Both have been connected with the New 
York Life for several years. 


Agency in New Quarters 


Carl LeBuhn, Albert J. 
\lbert K. Fahrner, associated in the life 
insurance business at Davenport, Ia., for 
the past 17 years, are celebrating that 


Thomas and | 


| 000 
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| ° ° 
event by moving into new quarters on 


the tenth floor of the American Bank 
building in that city. 

The Davenport agency of the Massa- 
chusetts Mutual, of which Mr. 
is general agent, embraces 52 counties 
in eastern lowa and two counties in 
western Illinois. It now has over $22,- 


000,000 insurance in force. 


Has Record July 


The city hall branch of the New York 
Life in Chicago, under the management 
of J. S. Fredrickson, set a new record 
for July with 127 applications received 
for $755,000. This is an increase of $445,- 
or 1.43 percent over July of last 
year. Adam Porikos was the leader for 
the month, with $332,000. 
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HOLD CONTRACT COMPLETED 


Agent Bound Company in Accepting 
Note for Payment of the First 


Premium 
In North Carolina Mutual Life vs. 
White, an action was brought to re- 


cover on a policy. The plaintiff offered 
evidence tending to establish the issu- 
ance of the policy and the payment of 
the first premium by a promissory note 
given to the agent. The defendant de- 
nied the issuance of the policy and the 
authority of its agent to accept a note 
in payment of the premium. 

On trial a judgment was rendered in 
favor of the plaintiff. Upon appeal, the 
higher court in reviewing the record, 
and in affirming this judgment, said: 

“Plaintiff testified that the agent. . . 
took the insurance application; that the 
insured paid him $5 in cash; that she 
executed her note for $47.50, the bal- 
ance of the premium, and delivered it 
to the agent. another witness, 
testified to the same thing. They both 
also testified that the policy of insur- 
ance was by the agent delivered to the 
insured, and that after such delivery it 
was, at his suggestion, returned to him. 

“Under this evidence, even if we 
should adopt the theory of the insurance 
company that the defendant had no 
right or authority to accept a promis- 
sory note in payment of the premium 
since the evidence shows that .. ., 
agent for the insurance company, de- 
livered the policy after it was regularly 
issued by the company, the company 
would be held to have authorized the 
delivery of the policy and acceptance of 
the note in payment of the premium. 

“As to whether the policy was issued 
and delivered, as claimed by the plain- 
tiff in the trial court, and as to whether 
the insured’s note was executed and 
delivered in payment of the premium, 
were questions of fact, and, since there 
Is testimony reasonably supporting the 
finding and judgment of the trial court, 
such finding and judgment will not here 





he disturbed, and is therefore in all 
things affirmed.” 


FOUR MILLION IN MONTH FOR 
NEW ALABAMA COMPANY 


BIRMINGHAM, ALA., Aug. 9.—By | 
Writing more than $4,000,000 of life in- 
surance in one month, the American Se- 
curity Life of this city has established 
an outstanding record, which is all the 
more notable in view of the fact that all 
sales were made in the one state of Ala- 
bama, 


During 


this “charter campaign” no 
stock in the company was sold, officials 
stated. They also said the work started 
with no expense for promotion except a 
telatively small amount for newspaper 
Friends of M. C. Tyler, 
Reneral agent, say he’ personally wrote 
more than $1,500,000 life insurance dur- 
ing this record campaign. The special 
feature policy offered during this cam- 


advertising. 


paign, known as the “charter policy,” 
was withdrawn Saturday. 

Besides those in Birmingham, 
company has agencies in Montgomery, 
Luverne and Wetumpka, Ala. 


King Is Field Supervisor 


Dan E. King has joined the Anchor 
Life of Tulsa, Okla., as field supervisor 
of agents. He has been active in the 
field in Tulsa and Oklahoma 


insurance 
for a number of years. Mr. King will 
visit various territories and handle 


agency developments. 





Gives Advice to Printers 


Robert G. Richards, agency secretary 
of the Atlantic Life, led the discussion 
at the last midday luncheon of the Rich- 
mond Advertising Club on “How Print- 
ers Can Improve Their Selling Meth- 
ods.” He suggested that they could 
spread more good will by inviting cus- 
tomers into their plants and showing 


them the methods of printing and what 


sort of plant they have. Use of house 
organs and blotters would also help ad- 
vertise their business. 

Swink Agency’s Record 


The A. O. Swink agency of the Atlan- 
tic Life in Richmond paid for $1,058,600 


in July. This is 55 percent greater than | 


July business last year and exceeds the 
business produced in the corresponding 
month of 1920—the largest previous July 
—by more than 35 percent. By virtue 
of the fine showing last month, the 
agency is able to show an increase for 
the first seven months of this vear as 
compared with 1927. 





Galveston Trip for Agents 


About 30 agents of the American Life 
of Dallas qualified for a week-end trip 
to Galveston last week. J. H. Bryan, 
agency director, and Morton Bigger, sec- 
retary of the company, conducted the 
party. 





Will Erect Beacon Light 
The Life Insurance Company of Vir- 
ginia is planning to erect on top of its 
l1-story home office building in Rich- 
mond a huge beacon light for guidance 
of aviators who fly by night. According 
to the plans on which it is figuring, the 

light would be visible for 50 miles. 


Capital Stock Subscribed 


The $500,000 capital and $372,500 sur- 





| plus of the All-States Life of Montgom- 


ery, Ala., have been subscribed. H. E 
Obenshain is president of the company. 
The company is now located at 210-11 
Bell building, Montgomery. 


“Launch Corpus Christi Mutual 
The charter of the Corpus Christi Mu- 


tual Life of Corpus Christi, Tex.. was 
approved this week by Assistant Attor- 
ney General Fuller of Texas. The 
company will write life insurance and 
kindred lines on the mutual plan. In- 
corporators are E, L. McClure, Bax- 
well P. Dunne, Dr. A. North and 18 


others. 


LeBuhn | 


the | 
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OUR AGENTS’ WORKING TOOLS 


Participating 
Non-Participating 
Sub-Standard 


Preferred Risk 
Pay Roll Deduction 


Monthly Premium 
Policies for Women 
Child’s Educational 
Juvenile Policies 
6% Guaranteed Income 
Life Income 
Modified Life 
Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
5% on Policy Proceeds 
Age Limits: 1 day to 
65 Years 





Openings for agents in the following territory: Ala., Ark., Ariz., 
Cal., Colo., D. C., Fla., Ga., Ky., La., Md., Minn., Miss., Mo., N. C., 
N. J., N. M., Ohio, Okla., P. R., S. C., Tenn., Tex., Va., W. Va., Wyo. 


For additional information, write direct to: 
W. T. O’Donohue, Vice-Pres. and Agency Mgr., Greensboro, N. C. 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, GREENSBORO, 
President North Carolina 


OVER 325 MILLIONS IN FORCE 














A PLAIN STATEMENT 


While gratified by the larger increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time 
program of development consisting of— 


lst—Specializing on the larger and more desir- 
able risks through its Preferred Life Plan 
and offering to this group the unusual sav- 
ings to which this plan of operation entitles 
them. 

2nd—The building of a high type of sales or- 
ganization capable of dealing with the 
business and professional men who make 
up this Preferred group. 


38rd—The training through personal instruction 
and group conferences of its Managers and 
General Agents in the essentials of sales 
management so they may successfuly re- 
cruit and train this better class of sales- 
men, 


We believe this program will not only secure the 
continued sound growth of the Company but will 
createa most unusual opportunity for those 
associated with it. 


HOME LIFE INSURANCE COMPANY 
Ethelbert Ide Low 


President 


256 BROADWAY, NEW YORK CITY 


On Agency Matters Address: 


James A. Fulton 
Supt. of Agents 
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RAPID PROGRESS 








HE service which the Massachusetts Mu- 

tual has rendered to its policyholders and 
representatives is reflected in the Company’s 
rapidly increasing business. Meanwhile there 
has been no deviation from the sterling prin- 
ciples for which this organization has been 
noted during the past seventy-seven years. 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half of insurance in force 


~The Reason 


will interest youif....... 











es | 
in 
ten years 


10 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and _ insurance-in- 
force nearly ten fold in ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 





TERRITORY OPEN 

In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 
boma and Louisiana. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 














PACIFIC COAST AND MOUNTAIN FIELD 











BLUE GOOSE GROUP BARRED 





California Attorney General’s Office 
Rules Against Legality of Pro- 
posed Plan in That State 


SAN FRANCISCO, Aug. 9.—In an 
opinion on the validity of the proposed 
group plan of life insurance on the 
members of the Blue Goose, Deputy At- 
torney General Cunningham of Califor- 
nia says in part: 

“It is my opinion that group life in- 
surance may not be written to cover the 
members of such a social organization of 
insurance men as is described in your 
letter. The statutory provision clearly 
contemplates a group of 50 or more em- 
ployes of one employer, as it will be 
noted that the words ‘his employes’ are 
used in connection with the provisions 
relating to the payment of premiums by 
employer or by the employer and em- 
ployes jointly. 

“In the July 12 issue of THe NATIONAL 
UNpERWRITER, at Page, 9, there is con- 
tained an article on this order, in which 
it is reported that the Order of Blue 
Goose, by a ruling of Commissioner 
Clarence C. Wysong of Indiana, was 
denied the right to write such group in- 
surance on the ground that those par- 
ticipating in the group insurance must 
be employed and receive their compen- 
sation from a common employer, and 
such employer should pay all or part of 
the premiums. 

“This social organization, the consti- 
tution of which declares its object as 
that of the promotion of charity, fellow- 
ship and acts of benevolence among its 
members, would seem sufficient in itself 
to classify it as a social organization and 
not as a labor union as the meaning of 
the term ‘labor union’ is generally ac- 
cepted and it is my view that the Order 
of Blue Goose does not come within the 
exemption covering labor unions speci- 
fied in the section in question.” 

The California department is advising 
life companies writing group that it is 
illegal to issue this coverage in Califor- 
nia on social organizations such as the 
Blue Goose, police, teachers and similar 
associations. This warning comes as an 
aftermath of the opinion by the attorney 
general that the Blue Goose organization 
could not legally be covered. 


LEADING UNDERWRITER 
OF THE NORTHERN LIFE 


In a recent issue it was stated that 


H. L. Quigley was president of the 
agency club of the Northern Life of 
Seattle. J. W. Bailey, who has been in 


the field service of the Northern for 
more than 20 years, is the president. He 
is a Seattle man and is also a member 
of the board of trustees of the Northern. 
Mr. Quigley is first vice-president. 
O. E. Evans of Sacramento is second 
vice-president. Mr. Quigley received 
the distinguished honor of being desig- 
nated “Leading Underwriter” of the 
company for 1926. This is the sixth year 
that he has received this honor, which 
can be bestowed only after a lapse of 
some 18 months after the close of the 
vear. It is determined by the volume 
of business written and renewed. He 
wins this year the distinction of having 
written in 1926 the largest volume that 
renewed in 1927 and therefore had the 
title conferred on him. 


West Coast Life Convention 


The 1928 convention of the $250,000 
and $125,000 Clubs of the West Coast 
Life of San Francisco will be held at 
Del Monte in September. The members 
of the two clubs will be entertained at 
the home office in San Francisco the day 
preceding the business meetings and will 
be taken to Del Monte by motor. 





AETNA SESSIONS UNDER WAY 
Vice-President Luther Attends Agents 
Regional Meeting at Del Monte 
This Week 


DEL MONTE, CAL. Aug. 9.— 
Vice-President K. A. Luther, Dr. P. M. 
Cort, associate medical director, and 
Boyce Thomas, assistant secretary of 
the group division, are representing the 
home office of the Aetna Life at the 
Pacific Coast regional conference of the 
company’s agents which is being held 
here this week. 

The conference, the first regional 
meeting of Aetna general agencies ever 
held, is being attended by representa- 
tives of the company’s agencies at Spo- 
kane, Seattle, Portland, San Francisco, 
Los Angeles, Denver and El Paso. It 
is sponsored by the participating agen- 
cies and a program of high educational 
value is being given. 

E. H. L. Gregory Chairman 


E. H. L. Gregory, general agent at 
San Francisco, is chairman of the con- 
terence, while General Agent J. Stanley 
Edwards of Denver, a former president 
of the National Association of Life 
Underwriters, is chairman in charge of 


program arrangements. About 60 
“Aetna-izers” are in attendance. 
Three home office representatives 


have addressed the gathering, which has 
adopted for its keynote, “Measuring up 
to our job as modern life underwriters.” 
While the matter has not yet been offi- 
cially considered, it is expected that the 
conference will. become a_ regularly 
scheduled annual event. 


Supervisors on Program 


In addition to the home office visitors 
and General Agents Gregory, J. E. S. 
Buchanan of Portland and T. C. Holli- 
day of El Paso, the following agents 
and supervisors are speaking at the 
three-day meeting: C. J. Dean, El 
Paso; W. N. Boyd, Seattle; Paul De- 
Los, San Francisco; Russell Hoghe, 
Dwight Brooks and Walter F. Stone, 
Los Angeles; A. H. Stewart, Cheyenne; 
Harry L. Cravens, Howard H. Harding 
and O. W. Fletter, San Francisco: H. 
F. Chapin, Portland; A. E. Sawvers, 
Los Angeles: Prescott W. Eames, Den- 
ver: O. B. Werner, Seattle. 

Tuesday morning Vice-President 
Luther was the guest of honor at a 
breakfast tendered by the members of 
the staff of the E. H. Lestock Gregory 
general agency in San Francisco. In 
all there were about 65 present, includ- 
ing several outside general agents en 
route to the conference in Del Monte. 


UTAH COMMISSIONER ACTIVE 


Warns Against Twisters—Says Own 
Company Can Change Policy to 
Form Desired 


SALT LAKE CITY, UTAH, Aug. 9. 
—John G. McQuarrie, Utah insurance 
commissioner, has issued a statement In 
which he warns the public against drop- 
ping a policy in one life company in 
order to take the insurance out with an- 
other company. He explains that “bar- 
gain counter” insurance is not to be ob- 
tained and that changes are of no bene- 
fit to the assured, but on the other hand. 
dangerous to his best interests. The 
statement was made as a result of the 
report that certain agents were persuad- 
ing the public to drop their existing 
policies and to take out new ones 1 
their own companies. 

“There are still a few unprofessional 
agents, said Commissioner McQuarrie, 
“who for personal gain, either by false 
or incomplete comparison, occasionally 
induce their prospects to lapse or - 
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render their policies to take insurance in 
the respective companies which they 
represent, 

“If it is found that the form of con- 
tract is not suited to the needs of the 
insured or consistent with the income he 
is getting, he can usually have the form 
changed by his own company without 
any loss. 

“Agents who succeed in replacing 
policies, claim that they accomplish it 
without misrepresentation. We _ hold 
that except in very rare cases such twist- 
ing cannot be accomplished. This de- 
partment defines ‘twisting’ as the use of 
an argument which induces a person to 
lapse or surrender a policy with accrued 
or increasing values, in order to replace 
it with other insurance.” 


Purchases Fire Company Stock 


Interests associated with the Moun- 
tain States Life of Hollywood, Cal., have 
purchased approximately 12,000 shares 
of capital stock of the Nevada Fire. 
The purchase of the stock resulted in 
the capital of the company being in- 
creased to $400,000. However, there 
will be no change in the management 
of the Nevada Fire because of the new 
stock interests. 


American National Officials on Coast 


Will H. Ford, general manager for the 
American National of Galveston, has 
been making a tour of the Pacific Coast 
agencies of his company, during which 
he visited Seattle, Portland, San Fran- 
cisco and Los Angeles. W. W. Riedel, 
home office auditor of the American Na- 





| connected 


tional, who has been spending his vaca- | 


tion in Los Angeles, left 
Denver, having audited the San Fran- 
cisco and Los Angeles agencies during 
his visit to California. 


Friday 


Los Angeles Company Sold 


Julius Bohm, 
Angeles, announced this week his 
purchase of the Cosmopolitan Mutual 
Benefit & Life Association of that city, 
which he purposes to operate as an 
assessment company under the name of 
the Cosmopolitan Mutual Life. It is un- 


Los 


for | 


life insurance broker of | 


| ment, 


derstood that the company will operate 
on the legal reserve plan, using the 
American Men mortality table, deposit- 
ing its policy reserves with the California 
department, with which it will also reg- 
ister its policies as provided by law 
When the company has accumulated a 
substantial volume of insurance in force 
the plans of the company contemplate 
requesting legislative action that will 
permit its transfer to the mutual legal 
reserve basis. 





Name New Secretary-Manager 

The Life Underwriters Association of 
Los Angeles has announced the appoint- 
ment of J. Charleyville as secretary and 
manager of association work, succeeding 
. A. Rasmussen, resigned. Mr. Char- 
leyville has had a wide experience in 
new business promotion with some of the 
largest business institutions of southern 
California and he will undertake to build 
up the association in membership and 
otherwise. 


Quigley Made General Agent 


The Connecticut Mutual Life has ap- 
pointed Arthur J. Quigley as general 
agent at Seattle, succeeding Harry W. 
McDonald who has resigned to accept 
the appointment as the company’s city 
mortgage correspondent for Seattle. Mr. 
Quigley will retain the present offices 
in the Skinner building. He has been 
with the Seattle agency for 
14 years. Mr. McDonald will be asso- 
ciate general agent and will be in a po- 
sition to render service to his personal 
clientele. 


Phoenix Mutual Training School 


With an attendance of nearly 50 com- 
pany representatives from Los Angeles, 
San Francisco, Seattle and Portland, the 
annual training school of the Phoenix 
Mutual Life was held in San Francisco 
last week under the direction of James A. 
Giffin, head of the sales training depart- 
and Clarence W. Peterson, local 
manager. Among the subjects covered 
were training for field work, theory and 
the practice of salesmanship and sales 
psychology. 








IN THE ACCIDE NT AND HEALTH FIELD 











to the list of those extending their policy 





DROP AVIATION RESTRICTIONS | CLAIM ASSOCIATION PROGRAM 


Metropolitan Casualty Will Write Acci- 
dent Policies on New Basis, Old 
Ones Being Retroactive 


NEW YORK, Aug. 8.—Adding to the 
reception of aviation into the insurance 
hazard group, the Metropolitan Casualty 
announces this week that it will remove 
all aviation restrictions from its accident 
policies in the future. After Sept. 1 all 


existing and future policyholders of that | 
company will be free to travel in regu- | 


larly licensed planes or airships of incor- 
porated carriers, operated by licensed 
pilots on regular routes and between 
definitely established airports. 

This adds the Metropolitan Casualty 


coverage to the flying hazard under 
these restrictions. All have come in 
Within the past year and there are many 


more considering this liberalization. In 
its announcement, the Metropolitan Cas- 
ualty says that its delay has not been for 
ur iderwriting reasons, but because there 
Was not sufficient demand for it. Today, 
however, the demand has increased and 
such protection has a definite place in 


the lists. Commercial flying is rapidly 
becoming an established transportation 
medium and the future promises to be 
great 
Barr on Agency Trip 

WwW A. Barr, agency supervisor of the 
‘ccident and health department of the 
Massachusetts Bonding, has left the 
home Office for a six weeks’ trip, which 
Will take him into a number of the cen- 





tral western states. 


| Tentative List of Speakers Announced 


for Annual Meeting at Old Point 
Comfort, Sept. 10-12 


The tentative program for the an- 
nual meeting of the International Claim 
Association to be held at Old Point 
Comfort, Va., Sept. 10-12 has been an- 
nounced. In addition to the address of 
welcome by Col. Joseph Button, insur- 
ance commissioner of Virginia and sec- 
retary of the National Convention of 
Insurance Commissioners, already an- 
nounced, these speakers are listed: 

Maj. Calvin Goddard of New 
City, “Ballistics.” 

Charles F. Rathbun 
of Kirkland, Fleming, 
Chicago, “Carbon 
ing.” 

Sterling Pierson of the Equitable Life 
of New York, subject not decided. 

A. N. Mitchell, assistant general man- 
ager of the Canada Life, Toronto. The 
subject matter of his paper is to have 
reference to the desirability of coopera- 
tion between the field and claims de- 
partment in the settlement of maturi- 
ties. 

Samuel D. Macpeck, third 
superintendent of insurance of 
York. He will read a paper on 
ent Day Loss Adjustments.” 


York 


of the law firm 
Green & Martin, 


Monoxide Poison- 


deputy 
New 
“Pres- 





Policy Ordered Cancelled 


ATLANTA, Aug. 8.—Because W. D. 
Manley, president of the defunct Bank- 
ers’ Trust Company, recently sentenced 


LIFE INSURANCE 


EDITION 23 





In Step With the Times 


During the foundation-laying period of life insurance, 
emphasis was laid solely on family protection—the death 
aspect. Experience had not taught us that we had a 
wondrous economic instrument for the use of the living— 
that we are success-bringers as well as death-indemnifiers. 
Life insurance is steadily rising to its full use and oppor- 
tunity in this era of business development, and is showing 
itself as a strong right arm for the builders of business. 
Also it supports and helps to bring to completion, during 
his lifetime, the plans of the individual insurer. 


Penn Mutual representatives, through their training, 
receive the new vision, thereby serving more effectively, 
with commensurate profit to themselves. We have places 
for men and women of industry, ambition, and ideals. 


Wm, A. Law, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA, PA. 


Founded 1847 


A Policy You Can Sell! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 











Amy nataral €0g0he ....cccccccess $ 5,000 
Any accidental death ........... 10,000 
Certain accidental deaths ....... 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks 
$25 per WEEK thereafter 
(non-cancellable ) 
Disability Income, 


Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high 
value—low premiums; age 35, $19.91 per 
$1,000. Endowment Age 85—Juveniles age 
10 years and upward — Monthly Income — 


Non-medical. 


Insures and assures your client’s future 
and yours. 


Are you interested in an agency? Our Vice-Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 


Concord New Hampshire 











Inquire! 








1928 
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to serve a term of from nine to ten| Club in Detroit were taken at a meeting 
years for fraudulent insolvency, did not of representatives of some of the Detroit 

, swe estions s yre- | Companies in the offices of the Nationa! 

vio Nations, truthfully anewes quesex: ms as to | - | Casualty. It is the intention to includ 
ae vious ill health, a Pacific Mutual acci-| 514) aameanie , ice adiaien 
Lip, le d health policy for $1,000 hag n the organization home office agency 

dent an neaith | y ?4, and underwriting officials of the Detroit 

Insurance, Company — declared void by the federal court companies, as well as salaried represen- 
W nere. tatives and district managers or district 

Geet 9 General Agent anted To questions as to whether he had agents of outside companies. In line 
In Ohio ever had any bodily or mental infirmity | with the plans adopted in Chicago, Los 

or had ever been in an unsound condi-| Angeles, New York and various other 

= Ee ° cities, it is the desire of this organiza- 


Ohio has: Over six million people. 

Six hundred fifty thousand families with tele- 

phones. 
One million two hundred and fifty thousand 
. automobiles. 

The total county wealth factors of Ohio represented by 
manufactured, mine and fishery products, crops and live 
stock, are over two billion eight hundred million. 
The territory open in the state for a general agency is in a 
prosperous farming, manufacturing, merchandising and in- 
dustrial section. 
Territory affected less by adverse business conditions than 
perhaps any other section in the United States. Prospects 
in winter, summer, spring and fall. 
An unusual opportunity for an experienced salesman who 
seeks promotion. For information write: 


The Ohio National Life 
Insurance Company 


T. W. Appleby Cincinnati, Ohio E. E. Kirkpatrick 
President Sup’t of Agents 





























YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—Iowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual, 


Address D-33 
Care The National Underwriter 








Lincoln National Life 
Managers’ School 


Opportunity is open for two or three more applications for the 
1928 managers’ school of our company. It will be held in Sep- 
tember. 

These men will be definitely trained for specific existing managerial 
and general agency openings including Omaha, Dayton and Pitts- 
The class will be limited to twelve men. 


Write in Confidence 


The LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“‘Its Name Indicates Its Character’’ 


FORT WAYNE, INDIANA 
More Than $540,000,000 in Force. 


burgh. 

















tion mentally or physically, Manley had 
answered “No.” But the testimony of 
doctors who had treated him in 1913 and 
14, six years before the policy was writ- 
ten, showed that he had been treated 
then for “delusions,” “headaches, back- 
aches and great nervousness” and for a 
“distressing condition of acute mania.” 

Judge Sibley, in rendering his deci- 
sion, stated that whether the former 
bank president was unsound mentally 
could not be told, but the testimony of 
competent physicians showed that he 
represented an uninsurable risk, and his 
falsity in the answers respecting pre- 
vious diseases was fatal. He accord- 
ingly ordered the Pacific Mutual to re- 
fund $2,194 paid in premiums on the 
policy and to cancel the policy at once. 


Company Completes Organization 


FRANKFORT, KY., Aug. 8—The Louis- 
ville Life & Accident has just completed 
its organization and Commissioner Sauf- 
ley will go to Louisville this week to 
examine it before the company is li- 
censed, It is capitalized at $100,000. The 
officers are W. W. Thum, president; C. P. 


Thomas, James C. Willson, Robert C. 
Logan, vice-presidents; B. F. Ewing, sec- 
retary-treasurer, and H. C. Jenks, as- 


sistant secretary-treasurer. Mr. Thomas 
is a former insurance commissioner of 
Kentucky. The company will write in- 
dustrial life, accident and health insur- 
ance. 


Detroit Managers Organize 


toward the forma- 
& Health Managers 


Preliminary steps 
tion of an Accident 








tion to promote a friendly feeling among 
accident and health companies and gen- 
erally raise the standard of this form of 
protection. 

Those attending the preliminary meet- 
ing were R. H. MacKinnon, in charge of 
the accident and health department of 
the Michigan Life; J. P. Collins of the 
National Casualty; A. Isaac of the Title 
Guaranty & Casualty, and Fred Grainger 
of the Federal Casualty. Another meet- 
ing well be held Aug. 31 to elect officers 
and organize for the fall work. All home 
office officials and district agents of out- 
side companies are invited to be present 


Chelbay on Plane Tour 


Chelbay, manager of the ac- 
cident and health department of the 
Commercial Casualty at San Francisco, 
recently covered the Pacific northwest 
cities, making the bulk of the trip by 
airplane, and making especially fast 
time between Portland and Seatle. In 
Portland he was the guest of H. A. Geb- 
hardt and spoke before the Accident and 
Health Managers Club, extending an in- 
vitation to attend the joint meeting of 
the San Francisco and Los Angeles clubs 
to be held in Los Angeles Sept. 22. 


Stephen 


National L. & A. Promotions 


The National Life & Accident has pro- 
moted three men to managerships. P. 0. 
Spurlock of the Topeka district goes to 
Moberly; W. B. Stark, formerly super- 
intendent at Chattanooga, now heads the 
Granada district; D. Ray, formerly su- 
perintendent at Tyler, Tex., has been 
promoted to manager at El Paso; O. F. 
Coleman has been made superintendent 
of the Tulsa district. 








| NEWS OF THE 


FRATERNALS | 








CHANGES TO SOLVENT BASIS 





Adequate Rates and Reserves Will Be 
Maintained by Woodmen of the 
World 


The Woodmen of the World, Pacific 
jurisdiction, is altering its course to 
lead to solvency and adequacy. This 
action was taken at its recent head camp 
session after several days of intensive 
argumentation, the 97 delegates finally 
voting practically unanimously for the 
upward change in rates. Head Consul 
I. I. Boak, for 30 years the W. O. W. 
leader in theories of old-fashioned fra- 
ternalism divorced from scientific actu- 
arial cost of its insurance service, lost 
his job in the upheaval. 

Issue New Certifientes 


Under the changes effected the so- 
ciety will issue up-to-date certificates 
providing surrender and cash values, 
extended and paid-up insurance and 
other privileges of the modern life in- 
surance contract. The rates will be on 
the American Experience Table with 4 
percent reserves. There are 137,000 peo- 
ple who will be affected by the changes. 
In many instances, in the brackets of 
the advanced ages, the shift will mean 
an increase three to four times what 
they have paid in former years. The 
changes will be effected at attained age 
for those who desire to transfer to the 
new forms, lien options being provided 
for covering the deficiency of former 
payments. 


Start Two-Year Campaign 


A two-year campaign to effect the 
transfers will be conducted by the new 
management, starting Sept. 1. A con- 
tract will be let to some one of the 
competent national organizations spe- 
cializing in work of transferring frater- 





tal membership from inadequate to 
adequate forms and rates. The belief is 
generally felt that in the wash-out no 
fewer than 30,000 of the present mem- 
bership will have been _ sacrificed 
through their inability to meet the re- 
quirements of transfer and by lapse. 

Peter F. Gilroy is the new head con- 
sul of the Woodmen of the World, 
which continues its headquarters at 
Denver. Mr. Gilroy will move from his 
former home at Oakland. He has been 
a deputy head consul under Mr. Boak 
for 20 years. He is a student of life 
insurance conditions, a staunch advocate 
for adequacy in fraternal protection and 
costs. 


Death in Common Disaster 


In this case the question was as to 
who was entitled to the benefits payable 
under a benefit certificate issued to dece- 
dent who had been killed instantly in 
an automobile accident. His wife was 
injured in the same accident and had 
died about thirty minutes later while 
being taken to a hospital. Section 5! 
of the by-laws of the association which 


issued the certificate, provided that if 
the death of a beneficiary of any mem- 
ber should occur “at the same time, oF 
in a common disaster, or prior to the 
death of such member” then the amoun! 
payable should be paid to certain nex! 
of kin. The lower court had awarded 
the fund to the deceased member's 


and upon 
his wife 
survivor- 


father, based upon Section 51 
the theory that deceased and 
regardless of the question of 
ship, each died in a “common disaster 

Held, that the judgment of the lower 
court must be reversed, for the funds 
should be paid to the administrator of 
the deceased member’s wife. The cour 
said that Section 51 provides for cases 
where persons die at the same time. This 
need not occur in a “common disaster, 
but the result would have been the same 
The section also provides for de aths oc- 
curring in a “common disaster.” By this 
is intended the legal “common disast er” 
where there are no witnesses or proofs 
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to establish a survivorship, and the sec- 
tion provides for death of the beneficiary 


prior to the death of the member. That , 


the petitioner in using the term “com- 
mon disaster” meant and intended to 


provide for a case where both parties | 


perished and there were no proofs to 
establish a survivorship and did not in- 
tend to change his beneficiary merely 


because each of them received an injury 
finally resulting in death at the same 
time. Appellant’s intestate, having sur- 
vived her husband, under the terms of 
said certificate her rights in said cer- 
tificate attached and became effective 
| immediately upon the member's death. 
Modern Woodmen of America vs. Parido, 
| Appellate Court of Illinois, Third Dist. 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 
PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Digest’ and ‘‘Little Gem,”” Published Annually in May and April respectively. 


Supplementing the ‘Unique Manual- 














NEW RATE BOOK DISTRIBUTED 


Southern States Life Agents Receive 
Information on Company’s New 
Policies at Convention 


At the annual agency meeting of the 
Southern States Life at Lookout Moun- 
tain hotel, Chattanooga, last week, E. S. 
Albritton, vice-president in charge of 
agencies, presented the new rate book, 
which gives in full all the annual divi- 
dend and non-participating policies. A 
full new set of juvenile policies is given. 
The preferred risk policies on a non- 
participating basis are new. The com- 
pany assembled its continuous monthly 
income policies, they being ordinary life 
and 20-payment life on the annual divi- 
dend plan, endowment at age 85 non- 
participating, 20-payment life endow- 
ment at age 85 non-participating. The 
Southern States Life also introduces the 
accelerated endowment plan whereby a 
paid-up policy can become an endow- 
ment by the payment of a certain num- 
ber of additional premiums. 

The following table enumerates rates, 
without disability or double indemnity 
features, of 10 forms: 


b-yr. 
Mod. Term 
Half An. 
Prem. Conv. 
Ist §-yr. 1l5-yr. 20-yr. 
5 yrs. Term Term Term 
7.43 ae one 
7.64 8.15 8.6 
7.92 8.51 9.0 
8.32 9.05 9 


9.85 
1.47 13 
2. 4.36 17.5 
16.41 9.98 24.59 
9.60 
1 





Joint Joint Joint 
An. 20-pay Ord. 20-pay 20-yr 
Age Prem. Life Life Life 


15....... 12.20 19.23 25.11 








20....... 13.48 20.72 27.70 35.88 
25... -. 15.10 22.53 31.06 38.12 
30....... 17.19 24.71 35.54 41.14 
35....... 19.91 27.40 41.70 45.06 
enwawne 23.50 30.75 50.21 50.21 
45 28.35 35.27 61.92 57.16 
Uy 35.21 41.67 78.50 67.12 
) 44.48 49.93 102.47 81.68 
60 ~ Bee Gee kk DRO 
65 . 80.50 ‘ais 


Union Central Life 


The Union Central Life has announced 
that because of a recent ruling of attor- 
hey-general of Ohio, the company has 
been compelled to discontinue former 
Practice of changing policies to cheaper 
Plans as of the original date and age 
for such increased amounts as the pre- 
miums on the original policies will buy. 


National Life, U. S. A. 


ventits rates for the new 10-year con- 
aeume - non-renewable term policy an- 
/Ounced by the National Life U. S. A. 
‘a8St Week are as follows: 

Annual Annual Annual 


NEW LIMITS ARE ANNOUNCED 


Northwestern Mutual Will Accept 
Larger Amounts on Policyholders 
Now Carrying $50,000 or More 


New limits of insurance for policy- 
holders of various ages who have been 
continuously insured one year or more 
for $50,000 or more, exclusive of divi- 
dend additions, have been announced by 
the Northwestern Mutual Life. The 
new limits are effective Aug. 1. 

The maximum limit for policyholders, 
15 to 19, inclusive, is $75,000 and from 
ages 20 to 22, inclusive, it is $150,000, 
with the maximum limit for term insur- 
ance in this group set at $25,000. Ages 
23 and 24 have the limit of $200,000 and 
term insurance limit of $50,000. Those 
between 25 and 55 inclusive may take 
out $250,000 with a term insurance 
limit of $100,000. 

The maximum for the other ages is: 
Age 56, $200,000 and the term insurance 
limit, $50,000; age 57, $175,000, and term 
insurance, $50,000; age 58, $150,000, and 
term insurance limit of $50,000; age 59, 
$125,000, and term insurance limit of 
$50,000; age 60, $100,000 and term insur- 
ance of $25,000; and ages 61 to 65, inclu- 
sive, $75,000. 

Those who have not been insured with 
the company continuously for one year 





/'COVERS RESIDENCE ABROAD 





0 | Mutual Life of New York Liberalizes 





Age Prem Age Prem. Age Prem. 
eo? 33 37....$ 8.27 39... .$10.35 
Tae, 8.37 40.... 10.67 
Ta £61 29.... 8.48 41.. 11.04 
19°" 4.66 30. 8.59 42. 11.45 
+4 iT ae oS £92 648.... 21.93 
“0. 7.77 32.... 886 44.... 12.46 
;) 7.83 33. 9.02 5.... 13.06 
39 4.89 34. 9.18 66.000 33.96 
24 ‘9 Tivses ae 47.... 14.50 
or 8.0 36. 9.58 48.... 15.36 
28 8.10 ms 9.81 49.... 16.3 
or 8.18 3 10.06 50 17.37 


may only take out the limits which have 
been in force, the maximum limit being 
$200,000 and $75,000 for term insurance. 


Its Rules Regarding Acceptance 
of Risks 

George K. Sargent, second vice-presi- 
dent and manager of agencies, an- 
nounces that the Mutual Life of New 
York will hereafter accept on more lib- 
eral terms applications from business 
representatives whose duties require 
travel or temporary residence outside of 
the United States and Canada. The new 
practice will be confined to citizens of 
the United States and Canada and to 
Europeans representing responsible busi- 
ness organizations. Cases will be con- 
sidered on individual merits in relation 
to a standard covering in a general way 
personal character, standing of business 
connection and climatic and living con- 
ditions in countries in which applicant 
is to travel or reside. 

Rates will be domestic, semi-tropical 
or tropical, according to the circum- 
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Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 


Organized 1845 








INCORPORATED BY THE STATE OF ILLINOIS 1895 


WM. J. ALEXANDER, 


GLOBE MUTUAL LIFE 
INSURANCE CO. 


431 S. Dearborn Street 


T. F. Barry, Founder 


CLAIMS PAID “ON SIGHT” 


POSE BARRY DIETZ, 
President 


Chicago, Illinois 














UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


Preyer 


Double Indemnity clauses, pa 
death. 





t 


These and many other new and unique features make 


“The Columbia” attractive to men. 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


cor Seen, papeese Sem Age t day to 9 yen. 
uses. 
double the face of policy im case of accidental 











stances of the individual case. No spe- 





cial benefits will be issued in any of 
these cases. 


Midland Mutual Life 


The Midland Mutual Life is preparing 
to issue two forms of juvenile policies 
A 20-year endowment and a 20-pay en- 
dowment-at-85 will both be issued with 
the payor feature In event of total dis- 
ability or death of the applicant, the 
company will waive future premiums. 
Both policies are participating. The dis- 
ability in the payor feature contains a 
90-day clause. The Midland Mutual is 
also preparing some other special forms 
and will have an announcement in the 
near future. 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 


DENVER, COLORADO 

















































































































26 _THE NATION AL U NDERW RITER 
AMERICAN LIFE ||———— 
INDUSTRIAL MEN ORGANIZE 
INSURANC K CO ° Managers for Companies Represented 
at Asheville, N. C., Form 
Association 
ASHEVILLE, N. C., Aug. 9.—Or- 
: OFFICES ganization has been effected at Ashe- 
DALLAS, Home Office Building ville of an Industrial Insurance Man- 
agers Association with L. R. Whitlow, 
CHICAGO, 29 S. La Salle St. district manager of the Life & Casualty 
of Tennessee, as president and with the 
managers of 11 industrial insurance 
companies as members. The purpose of 
Prompt Service From Both Offices the association is given as “to enable 
f . all companies to render better service 
Maximum Security to Treaty Holders to policyholders and the public and to 
improve the agency forces of the various 
company members.” 
C. H. Andrews, district manager of 
the Durham Life, was made vice-presi- 
MORTON BIGGER BERT H. ZAHNER dent; J. A. Parler, district head of the 
Secretary A. C. BIGGER Chicago Manager Independent Life, was made second 
” Deochiie vice-president; E. R. Penley, district 
Cc. W. SIMPSON sident MERLIN OATES manager of the American National, was 
Medical Director Actuary named secretary-treasurer, and George 
Daniels, assistant district manager of 
the Durham Life, made assistant to Mr. 
Penley. Acting with these officers on 
“ the board cf directors will be R. E. 
Reynolds, district manager of the 
Home “ad 3. = Leeson, district 
manager of the Gate City; Irvin 
G E N E R A L A G E N T S Fogartie, district manager of the Busi- 
’ . ness Men’s, and J. A. Garner, district 
[f You Are Looking For A PERMANENT Connection manager of the Imperial. 
With A PROGRESSIVE Company The association will meet at least once 
Write The Home Office For Your Copy a month to discuss mutual problems. 
Of The March Issue Of The SHIELD —— 
NEWS OF THE PRUDENTIAL 
This Publication Will Give You An Idea of The Com- aldaie 
pany’s Growth And Accomplishments Many Promotions Are Announced In- 
Since Its Organization volving Men in the Field Who 
If This Appeals To You, Our General Agency Contract move Saesived Seewguten 
For Openings In Ohio, Indiana, Illinois, Kentucky, Agent Albert H. Forrester of the 
Pennsylvania, West Virginia, Tennessee, Louisiana and Brie, Pa. district, has been admitted to 
. * ° ass oa he Prudentia d Guard, 
District of Columbia representing 40 years of continuous 
service. On his ¢ iversary day the - 
WILL SELL ITSELF cae Gael ae aes oa hae 
Erie and tendered him a banquet. Su- 
perintendent C. E. Bieber of Oil City 
THE FEDERAL UNION presented the credentials to him and an- 
nounced the result of the canvass held 
LIFE INSURANCE COMPANY in his honor. Mr. Forrester has spent 
nearly all his Prudential service in his 
4 East Ninth Street, Cincinnati present location and is a friend to his 
FRANK M. PETERS, President and General Manager of Agencies policyholders and neighbors. 
. Division I announces the promotion of 
Oren W. Milliman to assistant superin- 
tendent in our Schenectady, N. Y., dis- 
trict. 
The following promotions were re- 
o cently made in Division “D.” 





A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t”’ 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 








ANOTHER FORWARD STEP 


COMPLETELY REVISED 
POLICY FORMS 


NEW OWNERSHIP, 
BENEFICIARY and 
ASSIGNMENT PROVISIONS 


leave no doubt of the rights of the vari- 
ous parties who may have an interest in 


the policy. 

A , PLAIN ENGLISH POLICY 
that will particularly appeal to the con- 
scientious life underwriter. 

Also a new LOW COST 

PREFERRED RISK POLICY 
Write for Information 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 














YOU MIGHT 


have sold that last Acci- 
dent and Health Prospect 
if you had read last month’s 


A & H REVIEW 














Philadelphia 4, 
superintendent, 
F. Jaskowiak, 


John T. Foley, agent, 
promoted to assistant 
Philadelphia 4; Michael 
agent, Philadelphia 12, to assistant su- 
perintendent, Philadelphia 12; Louis 
Mendelsohn, agent, Philadelphia 9, to as- 
sistant superintendent, Philadelphia 9. 

The following representatives of Di- 
vision F have been promoted from 
agents to assistant superintendents: Wil- 
liam Nichola, Cleveland No. 6, Ohio; 
Cecil H. Aultz, William Zimmerman and 
Francis W. Flynn, Charleston, W. Va.; 
and Ralph M. Starling, Chillicothe, O. 

Agent Henry Deacon was promoted to 


assistant superintendent of the St. 
Thomas assistney, of the London, Ont., 
Canada, district. He entered the employ 


of the company on May 3, 1928. 

The following agents of Division P 
have been promoted to assistant super- 
intendent: Francis R. Ewart of Daven- 
port, Harry A. Komp of Oshkosh, 
Bertram L. Nelson of Aacine, and Stan- 
ley P. Dziedzic of Milwaukee No. 3. 





Western & Southern News 


More than 500 Michigan representa- 
tives of the Western & Southern Life are 
attending a jubilee Aug. 10 at Belle Isle 
Park, Detroit. Sixteen Michigan district 
offices will participate in the outing. 
President W. J. Williams is scheduled to 
attend a special luncheon in his honor 
and address the picnickers. 


The Western & Southern announces 


August 10, 1928 








the following promotions of agents to 
assistant superintendents: J. F. Middle- 
ton, Erie, Pa.; George Lanning, Jackson, 
Mich.; John T. Nelson, Louisville East: 
G. W. Coffman, Chicago-Douglas Park: 
W. <A. Myers, Pontiac, Mich.; A. F 
Sanders, Detroit North; C. O. Courtney, 
Vincennes, Ind.; H. J. Havens, Craw- 
fordsville, Ind.; A. E. Pettit, Wyandotte 
Michigan; W. Stoops, Elwood, Ind.; EF, 
Leff, Chicago-Douglas Park. 


Quinn Is Promoted 

James T. Quinn has been appointed 
superintendent of Philadelphia No. 3, lo- 
cated at 3638 North Broad street, by the 
Home Life of that city. He had previous 
experience before going with the Home 
Life as an agent in 1918. After two 
years he was promoted to assistant su- 
perintendent in Philadelphia No. 2. Then 
he became inspector in Division No. 1. 


KANSAS CITY LIFE MAKES 
DEATH CLAIM ANALYSIS 


The Kansas City Life has analyzed its 
death claims for 1927. The company had 
a 40 percent mortality rate in 1927. 
There were 455 cases amounting to 
$1,361,586. Deaths by accidents ac- 
counted for 87 cases for $329,625. There 
were 23 deaths from diseases of the 
arteries for $62,500. Diseases of the 
brain caused 52 deaths amounting to 
$197,138 in claims. Cancer accounted 
for 47 cases for a total of $146,000. 
Eighty-eight cases were due to diseases 
of the heart amounting to $286,951, 
Diseases of the kidneys took a toll of 
39 with claims of $70,605. There were 
22 cases of diseases from the stomach 
totaling $70,000. Suicides accounted for 
25 cases, claims amounting to $150,350. 
Fifty-five cases of diseases of the lung 
which were not tubercular amounted to 
$123,000. 


COLUMBUS MUTUAL AND 
ITS CONVENTION PLANS 


At the annual agents’ convention of 
the Columbus Mutual Life to be held 
at the Elks Club, Columbus, Aug. 22-24, 
Dr. Charles J. Rockwell, editor of the 
“Insurance Salesman,” will have four 
addresses covering various phases of 
insurance fundamentals and sales meth- 
ods. 

Darby A. Day, Chicago manager for 
the Union Central, and James V. Barry, 
vice-president of the Metropolitan Life 
will speak on the opening day of the 
convention. It is planned by the Co- 
lumbus Mutual officials to throw this 
session open to all central Ohio under- 
writers. The banquet speaker on the 
evening of Aug. 23 is to be Charles Mil- 
ton Newcomb of Cleveland. 

M. D. Donham, general agent in Co- 
lumbus for the National Life of Ver- 
mont; J. P. Sullivan of St. Louis, 
general agent for the Lincoln National 
Life, and a number of Columbus Mu- 
tual men will speak at business ses- 
sions. 


Freedy Approves Saving Plan Policies 


Commissioner Freedy of Wisconsin 
has made it known that he disagrees 
with the state banking commission an 
the attorney general in the matter of 
single premium life policies being an in- 
fraction of the state banking laws. The 
banking commission and attorney gel- 
eral recently held that the policies 1s- 
sued by the National Guardian Life and 
other companies on saving plan certif- 
cates violate the state banking laws 


The commissioner stated that the de- 
partment has approved these type 
certificates and contends thev are v: ah 
and is prepared to def fend his positio! 
in court if the occasion demands it 

Junior Officers Named 

President William Montgomery of th 
Acacia Mutual Life announces the a? 
pointment of the following junior oft- 
cers: Maj. J. C. King, assistant secre 
tary: W. B. Irons, assistant secretar) 
R. B. Montgomery, assistant treasurer, 
and B. A. Harlan, executive secretary. 
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a if | least that has been our experience in | and butter—the protection and service 
Phen Knowledge of Trend Oo re insurance New York City. | and comfort of a house in order. De- 
1. ° ° Specialization on contractual trusts, | oe all = +> — and ss oe 
of the } . ‘ons, | Schemes re bee troduced into 
Invaluable to Salesman In Impressing through the use of the income options, | hie ear Rees Sy dae eee es “4 
: has always been my hobby and in our . eer joy : hepa pas 
TSIS d . C: a. P emenew we ore tpending mach of cur | Ye I find that the income program 
Prospect an in ailing erspective cag: . p a ines Me idea is still the most effective sales in- 
time in working along these lines. Be- strument that I can use and I predict 
d its BY FRANK W. PENNELL + etafeneceperm tase. fig ve — : a that nothing will ever come into our 
had New York City General Agent State Mutual Life the exact payments, both guaranteed an business that will equal it in value or in 
1927 se actual, that would obtain on a $10,000 acniion 
x to (The following is part of Mr. Pennell’s | reinsurance of others, legislation and | policy on any of our special options, and : 
ac talk at his company’s agency conven- | tayation affecting the business, and the | I have insisted that each of our agents | Value of Small 
here wage ? : ; : P countless other things of interest which | have these figures on the tip of his Policy Very Great 
the SHOU LD like to review certain prin- | can only be gleaned from the trade press, tongue—not in round figures but down Before our agency meetings I have 
the ciples and ideas which I have found | and which give to the agent a perspec- | to the pennies. By keeping the $10,000} .1-.:ced the value of the small policy; 
g to ~ helpful in my own work, which I have | tive on his business that gains the instant | unit in mind we can quickly work out | 4), importance of the early building of 
inted found in almost universal use by other respect of his auditors. ; exact figures on any amount of insur- a large clientele of young men at the 
000. men and which I am endeavoring to have Beyond this are the many fine talks | ance, and nothing is so impressive to the threshold of their business lives and I re- 
eases adopted by the men in our agency or- | being given by the life underwriters asso- | prospect as the use of exact figures. peat again that I would rather lead my 
3.951, ganization. ciations throughout the country, the new . company in number of lives than I would 
Il of First, the question of knowledge of | sales books being brought on the mar- oe ee Set in volume, that I would rather produce 
were what you are selling. I have found that | ket, and the educational advantages of $1,000,000 a year on 100 lives than $1,- 
mach the average agent confines his reading | conventions such as this. Despite all the talk today about trust | 500,000 on 10 lives, that I would far 
d for largely to whatever is sent him by his Agency Specializes on companies and bank trusteeships, our rather sell a promising young man his 
».350. home office and perhaps supplementary ; ° special options, with their interest yield, | first life insurance policy—possibly $2,500 
: . Ordinary Life Contracts pe ae girs oe Sonn j ’ 
lung to that, what he can learn about selling are still, and in my opinion always will | at age 21 on a quarterly premium plan- 
ed to from one or two periodicals devoted to Constant study should not mean, how- | be our most valuable working tools. Our | than I would to sell an old man his final 
sales ideas. In my judgment, a man | ever, continual tinkering with the actual | friends, the trust companies, are not in- policy, even though the amount were four 
should go further and spend $15 or $20 a | tools to be used in the canvas. In our | terested in trusteeing amounts under | to one, and the commission 10 to one. 
year in subscriptions to our fine trade | agency, we use only the ordinary life $25,000 which excludes the vast percent- I claim I have a right to make such a 
ANS journals, which cover the news as well! | contract, except in rare instances—divi- | age of people and leaves to us the almost | statement because I quote from personal 
as the sales end of our business. dend accumulation usually in the case mi untouched field of the “little program” | experience. Last year, for instance, over 
: single men, premium reduction in the | with its $50 or $75 or $100 a month for $1,600,000 of my business representing 
on ot “Tieton case of married men. Our reasons for life to Mary, the wife; college educations | 79 percent of the total, was written on 
held ' this are twofold. First, we believe the | for the children, small settlements for | the lives of old policyholders. This year 
z2-24, It is tremendously impressive to the ordinary life to be the most satisfactory sons at maturity, monthly income checks | both the amount and the percentage is 
f the prospect if the agent knows about trends | form of contract, all things considered, | for mothers and daughters. I agree fully already beyond these two figures, Among 
sour in life insurance, if he can discuss mor- | and we have a very fine sales talk worked | with a certain prominent New York in- | my policyholders is a man, younger than 
Ps ol tality results, the fall or rise of life in- | up around this contract; second, in these | surance man when he says that before we myself who bought his first life insurance 
meth- surance interest rates, the new policies | days of abstractors, twisters, and advis- | get too excited about working the big | from me in 1920—$5,000 term, quarterly 
: or innovations introduced by companies | ors, it is virtually unsafe to sell any | stuff with the banks we had first better | plan. Since then he has purchased $2,- 
we it in which the prospect may be insured, | other form of contract if it is to be kept | extend to the Johns and Marys on our | 695,000 additional, always from me, and 
_ the establishment of new companies, the ' on the books, without interference. At | hooks—who constitute after all our bread | the end is not yet. While this case is ex- 
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ceptional, I have scores of others which 
teach the same lesson. 

So my admonition to you is to spend 
more time on the Morgans, the Rocke- 
fellers and Fords, now in the making, 
and less on the present article; to recog- 
nize in our little men of today, our big 
men of tomorrow, and by fine service 
and fair dealing and mutual understand- 
ing to travel with men such as these 
their upward roads to success. 

One thing I have never quite under- 
stood and that is the competitive idea of 
selling life insurance; to wit, the talking 
of net costs, and contracts and com- 
panies. Those of you who have been in 
this business as long, or longer, than 
have I, how well you must realize what 
constitutes the real big thing your client 
is buying when he is buying life insur- 
ance. You know how much of your time 
you are giving to your old clients, how 
carefully you are watching their pre- 
mium payments, how many times you 
have changed their beneficiary clauses, 
or negotiated their loans, how often you 
have kept their policies from lapsing 
when the only way it could be done 
sometimes was by digging down in your 
own pocket, how when one of these 
clients has died you have spent days and 
sometimes weeks in helping those who 
are left behind over their period of read- 
justment. 


Dependability of Agent 

Most Important Thing 

If ever I am out of the life insurance 
business, the agent who gets my pat- 
ronage will be a man who has seen serv- 
ice and who is in a position to take care 
of me, from a_ service standpoint, 
throughout the years that are. ahead. 
The premium that I pay to the company 
has an expense loading for that purpose, | 
a renewal commission to the agent in 
return for the service he renders me and 
his company for keeping my policy on 
the books. <A close buyer of life insur- 
ance may think he is very shrewd when 
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A REAL OPPORTUNITY 
AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio, 








Executive 


Thoroughly experienced in conservation, 
mortgage loans, legal department, and edu- 
cation and training of agents. Capable of 
taking full charge. Age 38, married, 
wants position with progressive company. 
Address G-32, Care the National Under- 
writer. 
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after close study he selects a company 
which is two cents cheaper than some 
other company but my idea of a shrewd 
buyer of life insurance is the buyer who 
selects a dependable agent and not one 
of the great army of in-and-outers who 
have done our business more harm than 
good. 


DETROIT CONVENTION 
PROGRAM ANNOUNCED 


(CONTINUED FROM PAGE 5) 


in the Plans of the Life Under- 

by Judge Thomas C. Hennings, 
chairman of the Insurance Trust Com- 
mittee, Trust Company Division of the 
American Bankers Association. 


Place 
writer, 





11:20 a. m.—Echoes from the Million 
Dollar Round Table—Modern Selling 
Methods. 

11:40 a. m.—Methods of Conserving 


and Managing the Proceeds of Life In- 
surance Policies, by A. Rushton Allen of 
Philadelphia, 

12:15 p. m.—The Proper Place of Life 
Insurance in the Economy of the Home, 
by Dr. John A. Stevenson of New York, 
Second Vice-President of the Equitable 
Life. 


1:05 p. m.—Adjournment. 


Thursday Afternoon 


2 p. m.—Agency Management Group 
Meeting—Chairman, John Marshall Hol- 
combe, Jr., Manager of The Life Insur- 
ance Sales Research Bureau of Hartford. 

4 p. m.—Adjournment. 


Friday Morning 


9 a. m.—Singing, Led by J. Fred Law- 
ton of Detroit and David E. Sprague of 
Boston. 

9:15 a. m.—Report of Nominating 
Committee and Election of Officers. 

9:30 a. m.—Report of Resolutions Com- 
mittee. 


9:55 a. m.—“Oats,” by Harvey Weeks 
of Buffalo. 
10:45 a. m.—The American College of 


Life Underwriters, by its President, 
Ernest J. Clark of Baltimore. 

11:05 a. m.—The New Industrial Citi- 
zenship, by Roger B. Hull, Managing Di- 
rector and General Counsel of the Na- 
tional Association of Life Underwriters. 





11:35 a. m.—Echoes from the Million 
Dollar Round Table—Modern Selling 
Methods. ‘ 


11:55 a. m.—Broadcasting the Story of 
Life Insurance Through Cooperative Ad- 
vertising, by Bruce Barton of New 
York. 

1 p. m.—Adjournment for luncheon. 


Friday Afternoon 


2 p. m.—Singing, Led by J. Fred Law- 
ton of Detroit and David E. Sprague of 
Boston, 

2:15 p. m.—Life Insurance for the Pro- 





tection of Business Interests, by Dr. 
Charles J. Rockwell of Chicago. 

3 p. m.—Echoes from the Million 
Dollar Round Table—Modern Selling 
Methods. 


4:20 p. m.—Closing of the Convention 
by Julian S. Myrick, President of the 
National Association of Life Under- 
writers, 

4:30 p. m.—Auld Lang Syne—Adjourn. 

Boston will send a delegation of at 
least 40 to the Detroit convention, rep- 
resenting the unanimous endorsement of 
the Boston life underwriters of Paul 
F, Clark for the presidency of the na- 
tional body. Mr. Clark, who is Boston 
general agent for the John Hancock, 
has been widely mentioned as one of the 
most likely candidates to succeed Julian 
S. Myrick as national president, and at 
the monthly meeting of the Boston as- 
sociation this week unanimous endorse- 
ment of this candidacy was voted. 





Dern Sees Prospects Bright 


A. L. Dern, manager of agencies of 
the Lincoln National, has returned from 
an extensive trip through Illinois, Iowa, 
Missouri, Kansas and the mid-west and 
reports that prospects for an unusually 
good finish for 1928 for insurance men 
in rural districts are splendid. Crop 
conditions, optimistic attitude and in- 
creased activity are the rule rather than 
the exception. The agencies of the Lin- 
coln National in the middle west are 
especially stimulated at the present time 
because of a series of interstate con- 
tests conducted during July and August. 


GROUP LIFE 





GREAT GAINS IN CANADA 
OVER 275 MILLION IN FORCE 


Table Shows Progress Made With This 
Class in Dominion Since Writing 
Commenced in 1920 


OTTAWA, ONT., Aug. 9.—Group 
life insurance has now been written in 
Canada for eight years and its popu- 
larity continues to grow. The official 
figures show the rapid progress of the 
group plan. It halted only for the pe- 
riod of deflation of 1921 and 1922. From 
then on the gain has been satisfactory. 


Table Shows Progress 


Substantial progress was made in group 
insurance in 1927. The total amount 
in force Dec. 31 was $275,715,401 under 
1,244 contracts. The development of 
the group plan in Canada by all com- 
panies is illustrated by the following 
table, showing the amount of group in- 
surance written, premium income and 
claims paid at the end of successive 
years from 1920, the first year in which 
the business was transacted, to 1927 in- 


clusive: 


Premiums Claims 


Year Amount Received Paid 

1920 .....$64,875,185 $ 652,801 $ 166,618 
1921 ..... 10,018,462 869,749 401,633 
1922 11,015,993 918,113 417,930 
1923 17,345,455 958,191 489,784 
1924 19,792,034 1,088,338 531,405 
1925 34,529,977 1,348,796 830,442 
1926 60,058,570 2,135,140 1,009,722 
1927 62,019,543 2,800,352 1,572,301 
Totals ..$291,055,769 $10,789,460 $5,419,775 


Group insurance in force in Canada 


in United States companies Dec. 31 
1927, amounted to $103,883,213. The 
amount of group insurance issued in 


Canada in 1927 by United States com- 
panies was $12,186,817. Group insur- 
ance in force Dec. 31 in Canadian com- 
panies was $171,822,188 and the amount 
issued in 1927 was $49,822,726. 

Group insurance has grown steadily 
from its inception in Canada. Recently 
the Sun Life of Canada has issued a 
group policy for $2,500,000 and _ the 
Northern Life of Canada issued one for 
$7,000,000. 


NEW EDUCATIONAL FILM 
ON CARBON MONOXIDE 


As a means of reducing the heavy an- 
nual death rate caused by that insidious 
and almost universal poison gas, carbon 
monoxide, the United States Bureau 0! 
Mines, Department of Commerce, has 
completed a one-reel educational motion 
picture film entitled “Carbon Monoxide: 
The Unseen Danger. “This film, pre- 
pared in cooperation with one of the 
large automobile manufacturing com- 
panies, shows vividly how this deadly 
gas may be encountered in workshop, 
garage and home, points out ways 0 
preventing accumulations of the gas, and 
visualizes methods of reviving victims 
of the gas. 

Reliance Life’s Gains 

The paid-for life business of the Re- 
liance Life of Pittsburgh in July showeé 
a gain of 13.6 percent over July, 192%. 
It was the fourth month this year that 
the company has showed a gain of more 
than 13 percent over corresponding 
months in 1927. The paid-for business 
the first seven months of 1928, $38,241. 
636, is a gain of 8.43 percent over te 
same period last year. More than 
700,000 was paid for in July. 





School for Managers 


The Lincoln National Life is conduct- 
ing a school for managers at Fort 
Wayne, beginning Sept. 1. A thorough 
training will be given a group of me 
who have been selected for manager! 
and general agency positions, or W ho 
will have been selected by that date. 
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